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irst Buying : a 


Many Merchants Report Season Starts 
With Real Fashion Impulse 


IFTH Avenue, as the Easter promenade of the 
FH sais, isn’t limited to the few miles in New York 

City, but its fashion spirit extends North, South 
and West, into every city and town in America. 


This was a dress Easter. A most significant Easter, 
for it was an expression of fashion through new apparel, 
not for a day, but for months ahead. 

Easter this year became the beginning of a season— 
not the climax. 

A report from New York shows a remarkable match- 
ing of footwear and head gear. There were more blue, 
green and beige-brown shoes than ever before. Color 
harmony has come into the world of fashion. 

As a function Easter in men’s attire was overwhelm- 
ingly black. That carries out the formal idea of blacks 
for functions. The only off-set and punctuation to 
woman’s colorful costume was the somber darkness of 
man’s attire. 

This is more than just painting a picture of Fifth 
Avenue, and high silk hats, for it is an expression of 
what was worn the country over, the most of men’s 
shoes being dark (black) let the hat be a black derby 
or in any of the grays or browns. 

The masculine outlook, as interpreted by the Easter 
season, was black. Let us hope that it has no bearing on 
the business of the next few months. Black has its 
place, and properly so at Easter, but the colors must 
follow afterward, when the wood shades in men’s suits 
and the colors lighten as the sun increases. 

The selection of feminine clothes for April wear, as 


viewed by Eugene Franklin Pierce, an observer of color 
and fashions of the Easter parade in New York, gives 
sea green fashion preference. It is, however, not first 
in importance, that place being held by the brown family. 
For style exclusiveness, however, it has distinction. 

The vogue of contrasting analogous shades compris- 
ing a light shade chosen for combination purposes with 
a dark shade in sequence, is assured for spring. Thus, 
pale tans are combined with dark chocolate or with seal 
or African brown, to afford a refined contrast. 


— in variety are certain, for they have had a 
large sale. Such familiar blues as horizon, deepen- 
ing to gray blues through royals and light navies to sailor 
blues, will be favorites, since they combine with white, 
red, yellow, green and orange. Brighter blues, up to and 
including flag blues and sapphires, are included in the 
series of blues for sports wear and wherever striking 
colors are permissible. This demand in dress interprets 
a number of blues in shoes, with a lighter blue in rising 
fashion. 

Greens are developing more strength than in any 
corresponding spring season of recent years. They start 
with water greens, almond leaf greens, yellow greens in 
variety and blue greens; and even our old friend, Kelly 
green, is indorsed for sports wear. The green leathers, 
just beginning to be fashionable, swing into line with 
the dark green as a favorite. 

Reds are important, especially in novelty prints, where 
they often appear as a one color decoration for white 
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back grounds. The brighter the red, the better in 
dresses. Scarlet provides a most striking contrast with 
white. Red hats and red shoes find a place this season 
and will increase as the summer draws on. Rose shades, 
however, are used to satisfy women of more quiet taste. 

American fashion in yellow inclines toward the more 
conservative shades in dress goods, and so maize and 
champagne are yellow enough. These two, with leghorn 
yellow, are approved for spring and summer 

Shades of orange are highly regarded for trimming 
purposes. The white, natural and champagne shades in 
shoes are complementary. 

Here are the outstanding color combinations sum- 
marized : 

Browns with champagne, maize, beige and soft greens. 

Combinations with blue include white, red, yellow, 
green and orange. Associated with greens are yellows, 
purples, grays, soft rose, ivory and pinks. 

Reds combine principally with white, greens, orange, 
yellow and blue. Yellows appear to advantage with dark 
browns, blues, greens, grays, some reds, purples and 
especially black. 

Both black and white have been so important that 
most fashion reports include them among the colors 
(where, technically, they do not belong. So to the 
colors previously mentioned we must add as important 
black and the white grays—putty and sand. These are 
the leading neutral shades. 

*“* * 


Substantial Increase; Beige Predominates 

Atitanta, Ga. (Edison Bros. Stores, Inc.)—Ideal 
weather conditions in all cities wherein we operate con- 
tributed to successful Easter business. Sales showed 
substantial increase over last year. Beige colors pre- 
dominate in favor with high colors such as bright reds 


This was a dress Easter—a most significant Easter for it 
was an expression of fashion, not for a day but for months 
ahead. Easter this year was the beginning of a season— 
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not the end 


and blues gaining in strength. Patent leathers firmly 
in demand. Spring and summer business outlook god. 
* * * 


Much Better Than Last Year 
Omaua, Nes. (Buck’s Booteries )—The two weeks of 
business preceding Easter were much better than last 
year. Light colors were exceptionally good in fancy 
straps and pumps. Patent leather and mat kid also con- 
tinue very good. 


* * * 


Increase Over Last Year 


Los ANGELES, CaL. (Wetherby Kayser Shoe Co.)— 
Business shows an increase over last year. There is a 
very strong demand for ties from one eyelet to five. 
Also for one-straps and pumps in light beige and blond 
shades. Beige watersnake very strong. Some calls for 
grays and slight demand for pastel shades and high 
colors. 

* * * 


Fifteen Per Cent Ahead; Weather Perfect 

San Francisco, Cat. (Frank Werner Co.)—FEaster 
business 15 per cent ahead of last year with perfect 
weather. Styles selling are puips first; straps, second, 
and ties, third. Leather colors good in the following 
order: black kid, beige watersnake, beige kid, brown, 
navy and violet—with considerable interest in bright 
colors such as red, green and yellow. 

* * * 


Slight Gain in Men’s and Children’s 
LouIsviLLe, Ky. (Boston Shoe Co.)—Our volume of 
Easter week business showed a 5 per cent decrease in 
sales of women’s shoes as compared with Easter week 
one year ago but there was a slight gain in children’s 
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Merchants Report Good Easter Sales 





and in men’s, Our best selling women’s shoe is a front 
buckle strap of sunburn beige kid with eighteen-eight 


heel. 

28 K * 

March Showed Gain Over Year Ago 
St. Louis, Mo. (Charles E. Williams )—Easter busi- 

ness was not up to Easter business of last year owing 
to the earlier date on which it fell this year but March 
showed a substantial gain over a year ago. There was 
a good demand for light colors with patents continuing 
strong. 

* ok * 


Sunshine Needed in the Northwest 

PorTLanD, Ore. (Harry R. Cummins )—Easter busi- 
ness a trifle under last year. Weather has been cold and 
rainy for the past three weeks and this makes color situa- 
tion uncertain. No high colors such as red, light green 
and modernistic sold to speak of. There has been a big 
call for dark blue. Sunshine will change this picture 
completely. 

* * * 


All the Business He Could Handle 
Battimore, Mp. (Ned G. Hess)—Weather conditions 
just prior to Easter were ideal, in consequence of which 
we had all the business we could possibly handle. Water- 
snake, Calcutta lizard and Java lizard outsold all other 
materials by a wide margin. Here’s hoping weather 
conditions remain good because they govern everything. 
* * * 


Five Per Cent Better Than Last Year 
Denver, Coto. (The Fontius Shoe Co.)—Easter busi- 
ness was 5 per cent better than last year with a strong 
demand for red and blue—also some green. The sun- 
burn shades, however, were the best sellers. Reptiles 
good in better grades. Straps are leading at present 
with ties getting stronger. Sandal types excellent. 
* * * 


Inclement W eather But Sales on Par with 


Last Year 


Norrotk, Va. (Hofheimer’s, Inc. )—Weather incle- 
ment. Sales on par with last year. Fancy pumps, 


novelty straps and perforated oxfords selling in a wide 
variety of colors including suntan, beige, Byrd blue, steel 
blue, green and red. Watersnake is the outstanding 
material. There is, however, an increasing demand for 
patent leather, mat kid and fabric shoes. 


* * BS 


Five Per Cent Off 
SAVANNAH, Ga. (Globe Shoe Co.)—Easter business 
5 per cent off in volume compared with last year’s 
figures. In styles, straps are leading with pumps and 
step-ins second. Imported braided leather sandals are 
selling very strong. In colors, 40 per cent is in the 
very light shades of kid; 35 per cent patent; 15 per 
cent in medium dark kid; and 10 per cent in black kid. 
* * * 


Substantial Gain in Every Department 

ToLepo, On10 (H. M. and R. Shoe Co. )—Easter busi- 
ness this year was entirely satisfactory based on a com- 
parison with the figures of last year. Every department 
showed a substantial gain. Leathers of the blond type 
selling well as well as all pastel shades. There has been 
a big call for blue dull kid and patent leather is still 
greatly in demand. 

* * * 


Blacks in the Lead 


PortLanp, Me. (McDowel and Black Shoe Co.)— 
Business Volume not up to that of last year. In colors, 
black leads in buckle pumps and one-straps. Beige 
comes second in ties, buckle pumps and one-straps. 
Sports shoes with crepe and composition soles are show- 
ing an increase over previous years. We are having a 
few calls for grays. 

“e+ 


Twenty Per Cent Ahead in Men’s and Boys 
Mempuis, Tenn. (H. Halle & Bro.)—Men’s and 
boys’ shoes only. We have had a 20 per cent increase 
over last year. Fifty-five per cent of the volume was 
done in tan shoes; 43 per cent in black; 2 per cent on 
sport types. Brogue lasts are strong in all grades. Cus- 
tom lasts are gaining in strength in shoes selling for 
$10 and up. Balloon lasts still good in lower grades. 
[TURN TO PAGE 58, PLEASE] 
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The Control of Stock by Having 
Small Lots Come in Frequently 
Rather Than Large Lots Infrequently 
—Keep Your Shelves Hungry 


HICH is easier to 

sell from, a large 

stock or a small 
one? The answer pops out 
immediately, “A large 
stock, of course.” 

But wait. Suppose the 
large stock is an old stock 
and the small one is all new. 
“Oh, then, it’s the other way,” you would say. 

Right you are. Freshness is what makes shoes salable 
rather than mere quantity. But you must remember 
that freshness depends upon quantity as shown by this 
law: 

The smaller the quantity, in proportion to sales, the 
fresher the stock. 

A very successful department store president said to 
his shoe buyer, “You’ll never make any money, I mean 
real money, in this department, until you keep it hungry 
for shoes. Don’t starve it, but just keep it hungry. 

“Too many old shoes is your main problem, but re- 
member that every old shoe was once a brand new one. 
It became old simply because when it came in you were 
not sufficiently hungry for shoes to consume it while it 
was fresh. Then, in a little while your appetite had 
changed and you wanted something else. Overfeeding 
may be pleasant for the moment, but it alWays causes 
trouble.” 

Let’s work out this problem of large stock versus small 
stock by analyzing a situation which happens probably 
more often in men’s shoes than in women’s. It will ap- 
ply, however, to any merchandise in which style is-a 
factor. 

Suppose a merchant’s budget for one of his price di- 
visions allows him to receive 400 pairs in August, 500 
in September and 300 in October, a total of 1200 pairs. 
But his factory offers to ship the entire order in 
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August with October dat- 
ing. 

“That’s fine,” says the 
dealer. “Every pair of 
them that I sell will be that 
much extra business. With 
a little pushing maybe I can 
sell almost the whole lot be- 
fore I have to pay for 
them.” And so he lets them all come in. 

All during August he pats himself on the back as he 
watches these new shoes go out with satisfying speed 
The boys on the floor tell him how smart he is and how 
easy it is to sell shoes when there are plenty to sell. 

At the end of the month, counting his pairs, he finds 
even more of these new shoes gone than he had expected 
So he presumes he has made that many estra sales 01 
shoes not yet paid for. 

But . . . when he looks at his total sales he finds 
the actual increase is very small. He’s fortunate if it is 
as much as 10 per cent. 

Using a little third grade arithmetic he finds that sinc« 
he has sold so many more new shoes, he must have sold 
fewer old shoes than usual. And these old shoes wil! 
be just one month older in September than they were i: 
August and consequently that much harder to sell. 


N September the boys will have no brand new shoes at 

all. Although there will be more pairs than usual, 
the newest will have been on the shelf and in the win- 
dow for a whole month. Not so good. 

But in. October will come the real grief. Those same 
boys will get their heads together behind the shelving 
and revile the boss for expecting them to go on selling 
shoes forever with no fresh stock. The window shoppers 
will swear there hasn’t been a new shoe in that fellow’s 
window for months and months. 
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“extra sales” made in August will be overbal- 
The “extra 


The 
anced by the regular sales lost in October. 


customers” who came in during August because they 
saw so many new shoes in the window will be outnum- 
bered by the absent customers who stay out in October 
because they see only old stuff there. 

Possibly half of the new shoes sold in August (and 


here’s the point of the whole story) went to customers 
who normally would have been just as well pleased from 
the older stock. And all this because of too many new 
shoes at once. 

If more shoes were all that is necessary to create pro- 
portionately larger sales, then all our merchandising 
problems would vanish. 

A shoe can be credited with making an “extra sale” 
only when it brings a customer in the store who other- 
wise would not have come in, or when it is sold to a cus- 
tomer who otherwise would have been missed. 

The boys on the floor are human, very human. When 
new shoes come in they sell them; it’s the human thing 
to do. Restricting the new shoes to a reasonable quan- 
tity will compel the salesmen to continue to show and 
sell the older ones, thereby keeping the stock fresher and. 
in the long run, making selling easier and more profitable 
at the same time. 


O matter how desirable was the stock on hand 
August 1, it lost a great deal of its appeal when 120 
pairs of new shoes came in all at one time. The more 
new shoes there are the worse the old ones look. It’s 
a natural reaction upon salesman and customer alike. 
One hard headed manager insists that no new shoes 
be shown fo any customer except when older ones can- 
not be sold. “Any nincompoop,” says he, “‘can sell new 
sHées “and any simpleton can give old shoes away. What 
I call a real salesman is one who doesn’t make a bee line 
for the new stock every time he takes a customer, but 
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who goes for the older shoes first and presents them in 
a way that makes her like them.” 

Every store should have enough shoes, but that word 
“enough” is exceedingly elastic and indefinite. In a 
general way it is recognized that in women’s shoes 
“enough” means a stock that turns three times a year 
at the very least. Slower turnover means too much 
stock, harder selling, more depreciation and less profit. 


S there such a thing as too small a stock? Possibly, but 
it is doubtful if half of you readers have ever even 

seen one! A few stores consciously limit their volume of 
business by keeping their stocks below certain amounts, 
but yet in so doing are realizing an enviable return on 
their investments. 

The common wail of almost all merchants is too many 
old shoes, yet few of them recognize that the cause was 
too many new shoes at some time previous. There is 
no other cause. 

A large stock—large, of course, in proportion to its 
sales—necessarily becomes an old stock. An old stock 
is hard to sell from and piles up depreciation. 


A small stock—small in proportion to its sales—is. 


bound to be a fresh stock, easy to sell from and bur- 
dened with fewer markdowns. 

So, any way you look at it, the small stock has all the 
advantage over the large stock. Neither dating nor dis- 
counts should be allowed to affect delivery dates. 

Innumerable bankruptcies have been charged to insuffi- 
cient capital, but there is another side to that question, 
one that seems to have been overlooked by the econo- 
mists. 

It was brought out by a prominent merchant who said : 
“I am glad that I have always had plenty of capital and 
unlimited credit. But now that‘I am about to retire, I 
must say that I am sure I would have made a great deal 
larger actual’ profits if I had had just enough money to 


[TURN TO PAGE 57, PLEASE} 
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Geiting More Shoes Sold 


Best Selling Weeks 


ELLING shoes is the most vital thing in the trade. 
There is entirely too much theorizing and fine talk 
about the flossy end of business, viz.—the difference be- 
tween two shades of leather under the microscope, etc. 
What the trade needs is more leaders with simple 
selling ideas that are really the biggest—the idea that 
can finds its application at the fitting stool and help to 
get shoes sold at a better price, and to the better satis- 
faction and appreciation of the customer. 

The problem of the shoe trade is not in the bookkeep- 
ing department, nor in the shipping room. It is up-front 
at the fitting stool and alongside the -tock shelves. 

It is high time for the shoe trade to apply common 
sense to this business of selling a useful and artistic 
commodity. 

It is time for use to tell in no uncertain tones that 
if the shoe business is to be saved for itself, it must 
begin to sell more shoes at a profit—by markup or by 
turnover. 

What this trade needs is to get a new conception of 
the word “service.” Foot coverings that are “thrown” 
at the public, with nothing in the clerk’s mind but the 
five dollar bill, makes stores what they are today— 
common venders of common articles of common use. 

Take a-look at the autoniobile business, the gasoline 
business, the tire business and the thousand other trades 
that have each year improved the service as well as the 
product. Some of these’ industries have made fortunes 


by application of common’ sénse in developing public 
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appreciation. A grateful public will not forsake a trade 
that has unselfishly and surely served it. 

We are now in the best selling weeks of the year. 
Store owners, store, managers and every store executive 
should be on the fitting floor, sensing and helping de- 
mand. The reason why the French win battles is that 
their army staffs sketch a plan, then dash into fighting, 
and while fighting evolve the strategy of battle. Thus 
they are able to sense the drift of battle and its oppor- 
tunities Every break is in their favor. 

The_ same is true of shoe store operation, when the 
head of the business knows every move, impulse and 
demand of the public. Service comes to its fruition at 
the fitting stool. Therefore, we emphasize carrying the 
battle to the customer over the fitting stool in the next 
ten weeks. Consider Easter the beginning of a season 
and not the end. 


One Price-ism 


MERCHANT writes, “Have the one-priced, cheap 

chain stores shot their bolt ?” He furthermore says, 

“T am not firmly convinced yet, but it seems thére is a 

growing sentiment against them.” I am certain I sense 

an undercurrent among the little shop girls, girls in 

hotels and restaurants and working girls in general, 
against these standardized stores. 

This is what hurts: “One girl asks another, ‘Where 
did you get those shoes?” ‘At Harry’s.’ ‘Oh, six dollar 
shoes.’ And up goes the nose. The price brands the girl 
as a piker. If the girl can say that she bought them at 
the T. and L. Store, no one knows whether she paid six 
dollars or ten dollars. Get the point?” 

The above letter is from a merchant who had read 
our editorial on the dangers of a fixed price business. 
We had brought out the point that in case of a duty on 
hides (and an automatic increase of shoe prices the coun- 
try over) anyone who bought low-priced shoes right 
across the board would be paying more than the busi- 
ness could stand. That is if the merchant wants to give 
the same quality of shoes to the public at the same fixed 
price. Of course, it is always possible to cut the values 
to make the price, but how much better situated a store 
is that is able to give a variety of selling prices and can 
take advantage of changes in cost price. 

We expect to see more store signs without price, as 
more intelligent shoe merchandising continues. The 
price game is the most difficult of all, because values 
must be changed to insure a continuance of the fixed 
price. 

A famous line of men’s hats at a :: fixed price was 
changed this season so that the name of the store becom: 
the center piece of the advertising, and the price wa 
made to cover three grades, where formerly the stor: 
was listed and advertised at one. The merchant found i 
necessary to soft pedal his old price trade-mark and sub 
stitute his initials on the goods, and to make one classi 
fication “de luxe” to get the better: price. 
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He Needs Awakening 


VERY line of investigation which has been .pursued 
during the past few years (including the famous 
Harvard investigation) has shown that too large a pro- 
portion of shoe merchants did not know whether they 
were making money or not. The investigations showed 
that some of them, beyond question, were losing money. 
The ones that are losing money are spoiling business 
for those who are on a better basis, and whose balance 
is on the right side of the ledger. 

When a man makes no charge for store rent because 
he owns the building; no charge for his own salary 
because he is IT ; no charge for the services of his wife, 
who helps him to keep books, or for two or three of his 
sons because “it is all in the family,” and then comes 
to figure out only 5 to 6 per cent profit at the close of a 
year’s business, he needs somebody to come along and 
wake him up! 

He needs somebody to show him that if he were to 
sell that store and put the money out at interest and then 
simply get a job at a salary for himself and his boys, 
he would make a great deal more for a year’s work than 
he is making now, and would run no risk whatever. The 
only thing on earth that he has is a steady job with hard 
work and poor pay, 

In this, as in everything else which is offered as gen- 
eral-principle advice, circumstances must be considered. 
The Recorper does not need to be told that conditions 
and circumstances vary and that competition often com- 
pels things-to be done which the dealer himself knows 
ought not to be done. 
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rubbers—are getting 50 cents to $1 a_pair more on timely 
shoes, that they used to try to sel at standard prices. 
They are not robbing the public; they are not exacting 
exorbitant profits; they aré only. getting a fair return 
for the capital and services being used. 


Brains and Turnover 


Ov’ function as a business paper is to interest, in- 
form and enlarge the knowledge of shoe men as 
to the use and worth of footwear of fashion and utility. 
Every merchant is interested in the practical application 
of merchandising and fashion ideas to his own busi- 
ness and his own profits. He is less and less interested 
in pure theory. 

It is for that reason that much of the matter which 
appears in the Boor anp SHoe ReEcorpeR is in such 
form as to interest the executive, so that he in turn can 
transmit it to an assistant to carry out its application. 

It is the most natural thing in the world for men 
on the job to resist change. They like the routine of 
selling known shoes in known sizes to average feet. 
But it is necessary in this day of alert merchandising 
to vary the combination, so that there is something 
new in every line of shoes, in every battle of values, 
and in every function and purpose of the foot within 
the shoes. 


We are slowly, but surely entering the day of the 
super-buyer, who selects shoes for the super-service man 
at the fitting stool. 

Minds are getting control of business—not units of 

merchandise. The brtite 





The man we are trying to 
jar is the man who does 
not even know that he is 
voluntarily playing a los- 
ing game. He needs 
awakening. 

As to the other man, 


The Reason Why 


GRIESINGER’S SHOE STORE 
Medina, Ohio 


Here you are—two years’ subscription. This 


fighter of long ago yielded 
to the man of cunning. 
The man of cunning is 
now slowly yielding to the 
intelligence of common 
sense. The institutions of 
cunning are crumbling. It 


who does know that these 
things are not right, why 
not use a great modern 
method of business bet- 
terment — the neighborly- 
merchant idea—and have 
a candid talk with com- 
petitors, with the idea of 
trying to bring about bet- 
‘ter local conditions. It 
can be done. It HAS 
been done, in scores of 
towns all over the United 
States within the past 
year, and dealers by hun- 
dreds are getting, for in- 
stance, 10 cents a pair 
more on their women’s 
rubbers and 15 to 25 cents 
a pair more on their men’s 





store is 69 years old and has been a subscriber 
ever since the writer can remember—that is since 
the RecorpeR first started. We all go through it 
every week, and would certainly miss it if it did 
not show up. So the only thing to do is to come 
across. 

Yours truly, 

GRIESINGER’S. 

- + . 

Mr. Griesinger says something about “coming 
across” in the future as we have in the past. If 
he could see the plans we have made to sense in 
advance not only the style trends but the most 
modern methods of merchandising them at a 
profit, he would be more than satisfied. In the 


_weeks and months to come, Mr. Griesinger, you 


will see in the Boot AND SHoE RECORDER more 
real food for thought than you have ever seen 


before. 


President. 








is cunning to show a 
“twenty-five dollar price 
ticket”—“our price $5.” 
It is cunning to accuse, in 
the daily press, others for 
imitating and _ stealing 
“Blank Store styles.” But 
that day is passing. 

America is developing 
a new system of society, 
planned and managed by 
brains. Let’s all help to 
pull the shoe trade back to 
fundamental principles 
and to discard the mass of 
debris and detail that 
makes mystery of mer- 
chandising, fashion and 
price. This is a common 
sense business. 
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“Selling Shoes From A 
Card Table 


ACKSONVILLE, FLA. — Says 
H. T. Foley of the Kinney store 
in Jacksonville: 

“Having purchased a card table on 
sale for 98 cents, we placed it in the 
store lobby on the Saturday just past, 
with attractive signs and filled the table 
with tennis shoes. We put a high school 
boy with a knife in hand cutting up one 
pair during the day, explaining to the 
passers by the wear resisting qualities 
of the materials used in the manufac- 
ture of the shoes, also the methods of 
making rubber footwear and the quali- 
ties of rubber. 

The extra cost of this advertising 
was less than $5 with sales above $200 
and to date we are still having calls for 
those shoes. 

* * * 


Coupons Help Sell Chil- 


dren’s Shoes 


OUSTON, TEX.—For the past 

twelve years the Buckley Shoe 
Co. has been using premiums as a 
means of stimulating its children’s shoe 
business. All sorts of toys from dolls 
to ball-bearing roller skates are given 
in return for a certain number of saved 
coupons. One coupon is given with 
each dollar purchase. 

The- Buckjey Brothers believe that 
this method has been a big factor in 
the building of their children’s depart- 
ment. They have never gone in for 
cheap or ‘shoddy things; only giving 
such articles as would be appreciated 
. sby. the.child. “Many. children save the 
z in order to buy the father..or:. 
water gift, This tends to _keep up 
the ily spirit. These premiums are 


April 6, 1929 





figured on a five per cent basis and 
charged to the advertising appropria- 
tion. Free candy to the children on 
Saturdays and Mondays also proves to 
be a good drawing card. 


* * * 


Reducing the Number of 
Missed Sales 


ALLAS, TEX.—The system used 
in keeping track of and also 
in reducing the number of missed sales 
as practised by the Paul shoe stores is 
both interesting and instructive. As a 























customer is seated, the floorman hands 
the salesman a blank “Sales Report.” 
The stub of the corresponding serial 
number .and the salesman’s number is 
kept by the floorman. When the sales- 
mafi -is-finished with the customer, he 
shecks under the headings of Shoes, 
Hose and Findings, if he makes a sale 
in those-departments. If he misses a 


shoe sale, he writes the reason for it 
on the slip and turns it in to the floor- 
man. If he makes a turnover, that is 
also recorded. 

In that case, the first man is charged 
with a miss, and in case the second 
man loses the sale, he is. not charged 
with a miss. One of the essential parts 
of this system is that these reports 
should be handed to the salesman while 
he is seated in front of the customer, 
in order that the desired effect shall be 
produced. Every day the office tallies 
these sheets and arrives at the percent- 
age or batting average for the men 
that day. These sales reports are posted 
every day so that all may see them. 
To keep the interest up, substantial 
prizes are offered to those men who 
have the best averages. 


* * * 


Men Want Department 
for Themselves 


ALLAS, TEX.—The men’s busi- 
ness in the Kinney store has 
shown a 20 per cent increase in the 
past season. When asked “How 
come?” Manager H. F. Sieger told of 
how many men who came to buy shoes 
for themselves, came in their working 
clothes. A slight dropping off of the 
men’s business was due, he sensed, to 
lack of privacy. Some men buying 
shoes on their way from work would 
not always have whole or clean socks, 
so they felt rather embarrassed if thére 
were women in the store near them 
He also found that there was a de- 
cided drift toward stores selling only 
men’s apparel. Obviously. it was neces- 
sary to do something to overcome this 
condition. 
As the store was twenty-one fee: 
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wide, there was plenty of space to run 
in a row of old, discarded counters 
that were in the basement, with the 
idea of making a separate selling space 
for the men’s department. Backs and 
top shelves were attached to these coun- 
ters, so that the present fixture stands 
about five feet high, all told. A row 
of concealed finger lamps under the 
top shelf adds greatly to the display. 
This fixture backs up closely to the 
row of men’s chairs and faces out into 
the aisle toward the women’s section. 
Only women’s and children’s shoes, 
slippers and hosiery are displayed on 
it, so the old junk from the basement 
was put to two good uses and has paid 
for itself many times over. The ap- 
pearance of the store has been so much 
improved and the customer reaction 
has been so great, that Sieger has built 
a duplicate for the children’s depart- 
ment on the second floor. 


* * * 


A New Wrinkle in 
Electric Signs 


OUSTON, TEX.—“What is on 
your mind often is what is on 
your feet” is one of a series of signs 
that S. S. Slater has in his Bostonian 
Shoe Store window. He has one stunt 
which is out of the ordinary. Under- 
neath the regulation store name sign 
over the doorway, is a-hollow box sign 
about four feet long, ten inches high 
and five inches deep. This sets flush 
with the front of the building. Change- 
able beaver board signs with cut-out 
letters are used in it, Four electric 
lamps behind the signs, jack-o-lantern 
effect, make it an eye-catching affair. 
A popular Southern command is, “Go 
to church Sunday,” so the last thing 
Saturday nights a sign bearing these 
words is slid into place. Last Novem- 
ber, the admonition of “Democrats, it 
won’t be long now” was suddenly taken 
down late one memorable Tuesday eve- 
ning and not referred to again. That 
one wasn’t so good. New selling mes- 
sages greet the public regularly with 
Slater doing his best to keep them alive 
at all times. 

This store is situated in the town’s 
largest hotel, one having a thousand 
rooms: After considerable wire pull- 
ing, Slater had his store listed under 
the hotel’s Room Service department. 
If a guest wishes golf stockings, shoe 
laces, golf balls or any of the acces- 
sories a store of this nature carries, he 
can, by calling Room Service, have the 
articles delivered to him at once. Well- 
rated newcomers to Houston receive a 
friendly letter from the store. Each 
one is personally written, for a multi- 
graphed copy would be too obvious. 


These Postcards Bring 
Them Back 


EMPHIS, TENN.—Two custom- 
er follow-up postals used by 
William R. Miller of the Phil Halle 
shoe department, may well be classed as 
good because he gets many intimate 


customer responses to them. Time 
after time after the “One Month” cards 
have been sent, the customer will phone 
or write, asking that he be supplied 
with “that other pair you spoke about, 
as they feel so good.” 

Mr. Miller’s reason for waiting a 
month is that it takes about that length 
of time for a man to get fully accus- 
tomed to a new shoe. About that time, 


too, he reckons his customer is in the 
market for a duplicate of the one he 
bought, either in black or tan. This 
card is also an excellent means of un- 
covering the real or fancied complaints. 
The One-Month cards reads: 
“One month has passed, but we are 
still mightily interested in the 
that you bought from 
We not only want to scoop 
the whole South on advance footwear 
styles, but we really feel that our ef- 
forts and attention to hand-lasting, 
bench workmanship, fine leathers and 
sturdy trimmings should assure you 
long, comfortable and sightly footwear 
service. Any time our footwear doesn’t 
hold up, we want to know about it. 
Yours for perfection of fit.” 
The postcard headed “Exactly Six 
Months Ago Today” goes on to say: 
“We sold you a pair of priced 
We sincerely hope that they 
have given you such wonderful wear, 
comfort and satisfaction that you will 


continue to be a permanent Phil A. 


Halle footwear patron. You can count 
on us to continue our personal service 
ideas of style—smartness of appear- 
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ance — bench workmanship — imported 
leathers and hand lasting. It will al- 
ways be a pleasure to serve you. Yours 
for perfection of fit.” 

Generally the comeback to the “Ex- 
actly Six. Months” postal is, “Didn’t 
know that it was six months ago that 
I bought them. Suppose I am due for 
another pair.” 

All card records are cross filed, so 
that it is easy to find the date of a 
sale. The messages referred to are 
printed on one-cent government post 
cards, which not only saves money for 
the store, but assures that the cards 
will be read. Miller believes that every 
one of his cards receives attention, 
whereas if he sent out letters costing 
him five times as much, the chances are 
that a large proportion of the adver- 
tising value of the letters would be 
lost. 

* * * 


Selling Men’s Shoes 
at $25 


ORT WORTH, TEX.—John L. 

Ashe runs a men’s shoe store. He 
likes to sell high-grade merchandise. 
If the figures were published as to the 
number of pairs of men’s shoes, both 
golf and dress, that he sells for $25 a 
throw, it would shock many so-called 
big city merchants. There is no 
camouflaging of prices, as all are plain- 
ly ticketed in the windows of his at- 
tractive corner store. Ashe also sells 
plenty of ties for ten dollars each. 
Plenty of people think $25 shoes and 
$10 ties a lot to blow in, but what about 
the imported handkerchiefs at $2.50? 
One cannot sell this class of merchan- 
dise to every customer, for the usual 
niale is somewhat doubtful until he 
has been convinced it is worth his while 
to buy the better things. 

Recently a bunch of $25 hand-made 
shoes were sent out to a list of good 
customers. In the letter which accom- 
panied the shoes it was asked that the 
shoes be returned at the store’s expense 
if they were not wanted. Ninety-five 
per cent were kept and promptly paid 
for. Last February two fellows going 
to the San Antonio golf tournament 
happened to drop in the store for shoes. 
Each bought a pair of $25 golf and 
dress shoes, A hundred dollar sale 
made in fifteen minutes. Ashe not only 
keeps a record of his shoe sales, but 
makes a notation of the tastes in sox, 
ties and handkerchiefs. Direct, con- 
crete suggestions in the haberdashery 
line are always made when the mail 
orders are received. ’ 

He works on the principle that those 
who have money to spend will buy 
what they want and pay good prices. 
His main job is to find out their tastes 
and cater to them. 
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Every Store 


Ideas Gleaned from Wi indows in -Metropolitan (enters Which (an 
Be Adapted for Use at Small Expense 
in Other Stores the Country Over 


in this issue, isn’t the end of a selling season. 

It’s just the beginning—for after Easter come 
the really warm days of spring and after that comes 
summer with its urge to buy sports footwear. So win- 
dow trim ideas are in order. 

The window reproduced on these three pages were 
chosen because they show the new trend in trimming 
and because each one of 
them contains ideas 
which can be adapted for 
use at small expense in 
stores in all parts of the 
country, be they big or 
little. 

The Walk-Over-Fifth- 
Avenue store in New 
York shown at the bot- 
tom of this page, intro- 
duces a new thought in 
conventionalized _ trellis 
designs. Variations of 
this are shown in the 
sketches at the bottom of 
the page opposite. These 
are ‘far easier to make. 
The one at the left uses 
perfect squares placed at 
the angle necessary to 
make them look like dia- 
mond shaped pieces. 
The one at the right uses 
squares and half squares, 
one on top of the other. 

Anyone who can use a 
saw and a hammer can 
frame can be built of 
lumber about one-quarter 
inch in thickness. This 
frame should then . be 


| ASTER, as we have pointed out in another article 








The Walk-Over Store on Fifth Avenue, New York City, is 
an intriguing combination of unevenly spaced steps and little 
alcoves, each one of which does its share in displaying foot- 
wear. The dominant. decorative note, however, is the con- 
ventionalized trellis design on the back wall, some variations 
' of which are suggested in the sketches on the page facing 


backed up with any one of the many composition board- 
ings on the market. The squares, or half squares can 
be cut from. wood or composition boarding and glued to 
the background. 

In small windows, one of these can be used against 
the center background, flanked either with display fix- 
tures or lamps. Wider windows might use two, spaced 
to divide the background of the window into three ‘equal 
parts. 

If you are equipped 
with a jig saw, you can 
even duplicate the design 
as shown in the window 
and can have lots of fun 
making other . designs. 
How about a series of 
circles, for instance? Or 
circles alternating with 
diamond ‘shapes ? 

One merchant has 
been experimenting with 
low grade- plain colored 
linoleum instead of wood 
or compo board, as he 
has found that a good 
sharp knife can be used 
to cut out any shape for 
which his soul hankers. 
He then sizes the lino- 
leum by painting it with 
clear varnish or shellac 
over which he can then 
paint any color he de- 
sires. 


When it comes to 


painting trellis designs 
like this, why not experi- 
ment with water colors 
which, while expensive, 
can be washed. off with 
warm water - and. soap 
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Brass strips used effectively in the Saks & Co. window, New York City 


every time you want to change the color scheme? 

The feature of the Saks & Company window at the 
top of this page which strikes a new note is the use 
of polished brass strips seen across the top of the alcove 
in the back of the window and reappearing again as 


“piping” for the angles in 
the plastered walls of the 
window. Big city stores 
have been using these brass 
and nickel strips lately. 

It is rather an expensive 
proposition but a_ similar 
effect can be secured, in some 
cases, at least, by the use of 
wood strips, which have been 
painted with the so-called 
metal lacquers used for paint- 
ing steam radiators in homes 
and offices. There is an 
aluminum paint strongly re- 
sembling silver and the 
bright gold paint, also, which 
is a good substitute for pol- 
ished brass. If desired, a 
three-panel screen could be 


built for the center back- - 


ground of the window with 
its edges covered with any 
of the less expensive metals. 
Roofing tin would serve and 
the color scheme of this could 
be changed as often as neces- 
sary. Gold paint could be 
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Conventionalized trellis designs such as these can be 

built by anyone who can use a hammer and saw. Full 

directions as to how.to make them are given in this 
article 


used on the metal edges of the screen with the inside 
of the screen in a contrasting color or colors. 
aluminum paint could also be used and an infinite variety 
of treatments for the inside secured by using tapestry, 
satin drapes, or even wall paper with attractive pattern 


The 


and coloring. 

The Lord & Taylor and 
Kresge Department Store 
windows are marvels of sim- 
plicity. Identically the same 
effect as the Lord & Taylor 
window can be secured by 
using the familiar box units 
and by arranging any suit- 
able background drape to 
correspond to the one shown 
here. Smaller windows will 
need fewer of the box units. 
Larger ones, if there are any, 
can stand more of them. 
Absolutely every element in 
this window is designed to 
throw the shoes into high 
relief. 

Almost as simple in its 
elements is the trim in the 
Kresge window. Here, the 
gigantic screen apparently 
was made necessary by the 
extreme depth of the win- 
dow or by the presence of 
windows or openings into 
the store through the back 
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This Lord & Taylor window is a marvel of simplicity. Anyone could duplicate it 


wall of the window. The screen covers them up. 

Ever see the unpainted furniture which most paint 
stores have in stock, these days? 
small book shelves of the kind designed to hang from 
the picture molding. There’s the makings of the two fix- 


tures shown in this Kresge 
window. The fixture on the 
floor in the background could 
be duplicated by putting two 
flat, narrow packing cases 
end to end and covering them 
with some suitable material, 
preferably a soft finish fabric 
with no sheen. Take from 
your living room wall ‘any 
brightly colored picture, 
swipe your wife’s best por- 
celain vase and there you 
have it. 

And, seriously, many of 
the trims which can be built 
after a study of some of 
these big store types have as 
their basis nothing more 
novel than the elements 
above referred to. 

Paint dealers, in order to 
sell their merchandise, par- 


ticularly their quick drying. 


lacquers, nearly all carry in 
stock different types of un- 
‘finished wood furniture 
These include book racks, 


All right, buy two 


more than $5. 
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magazine stands, end tables, 
tip-top tables and a dozen 
other varieties. 

Few of them which have 
been seen by the writer cost 
Enough 
lacquer to color almost any 
one of them can be had for 
a dollar bill, sometimes less. 

Tip-top tables can be used 
as plain tables with shoes on 
them or can be tilted and 
used a spart of the back- 
ground against the back wall 
of the window. End tables 
can be placed against either 
the side or the back walls. 
Magazine stands can be ar- 
ranged as are the two little 
fixtures shown in the Kresge 
window. 

Book racks, three to four 
shelves in height, can be 
placed in the rear corners of 
the window and in the cen- 
ter background can be placed 


a table bearing shoes or a decorative vase of flowers. 
Or drapes can be placed against the center back wall as 
in the Lord & Taylor window. 

With three or four types of fixtures extremely wide 
variety of effects can be secured. 


Only slightly more elaborate is this Kresge Department Store window, made up of two 
simple display units, a raised platform effect, a vase with Spring flowers and a brightly 


colored picture 
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New Type Style Show Held by Boston Store Designed to 
Sell Only Medium Grade Ensembles for Spring 


bility of its medium grade merchandise was the 

problem ingeniously solved by the management 
of the Jordan Marsh Company of Boston this spring. 
They wanted to stress the ensemble idea and with it the 
thought that an inexpensive ensemble could be had by 
buying medium grade merchandise copied from more ex- 
pensive models and adding to it the higher grade ac- 
cessories. 

To achieve this purpose they needed some form of 
publicity much more colorful than windows. They 
needed, in fact, to show their merchandise in use. All 
this they accomplished by making arrangements with the 
Metropolitan Theater under which the Jordan Marsh 
style show became a real part of the four regular daily 
performances consisting partly of motion pictures and 
partly of high class vaudeville and musical numbers. 

This show, planned and managed by Madame Hamil- 
ton Jeffries, Fashion Editor of the Boor anp SHor Re- 
CORDER, during the week ended March 28, played to 
more paid admissions than during the week previous 


H OW best to get across to the public the desira- 


when a picture featuring one of the idols of the screen 
was on the bill; and this, also, during the week before 
Easter which is noted as a bad box office period. 

Twenty-one models-were used at each performance, 
each model making three appearances—first in costumes 
for active and spectator: sports wear; second in clothes 
for afternoon and street wear; and third in evening 
garb. The finale was an exquisitely staged bridal en- 
semble—with bride, maid of honor and bridesmaids. 

Shoes, clothes and all accessories were taken from 
stock—merchandise which had previously been bought 
by the store and which was, therefore, on hand for imme- 
diate sale. High style was given no consideration be 
cause the Jordan Marsh management felt that its entire 
appeal should be made to that large section of the public 
which buys only the medium grade. It was a practi- 
cal attempt to interest only those buyers who contribute 
volume to the department store. Consequently, shoes as 
well as clothing, were selected with the end in view of 
interesting the pocketbooks of the average woman and 
her sister. 

[TURN TO PAGE 81, PLEASE] 


For street wear 


Sports ensemble 


Formal afternoon 





HOULD the family 
shoe store succumb 
to the temptation to 
refurbish itself in modern- 
istic style? “Decidedly not,” 
says A. H. Geuting of 
Philadelphia, a shoe mer- 
chant who needs no intro- 
duction to the trade. 
However, Mr. Geuting 
also is decidedly of the 
opinion that a shoe mer- 
chant in a large town can- 
not afford to overlook the 
trend toward modernism in 
decoration, and upon this 
decision he has opened a 
“Salon Moderne,” in his 
store on Chestnut Street, 
Philadelphia. This _ little 
corner, consisting of a stair 
landing, a small hall way, 
and’ a small room which 
formerly was Mr. Geuting’s 
private office on a balcony, 
is fitted up in ultra modern- 
istic style as indicated in the 
photographs on this page. 
The work of fitting up this 
Salon was all done by the 
store carpenter from de- 
signs made by the Geutings 
themselves which makes it 
all the more interesting. 
Walnut, maple and rose- 
wood, in flutings and panels 
were used for the wood- 
work and the cabinets. 
Modernistic tables, stools 
(one covered in python 
skin is shown in the lower 
picture) and lighting fix- 
tures were installed. The 
wall covering is light green, 
crossed in squares by white 
lines. 
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Only a Small Percentage of (‘ustomers are Interested 
in Extreme Shoes and an Extreme -—Atmosphere in 
Which to Buy Them, Says A. H. Geuting — Hence 
His Little Salon -Moderne 








Characteristic corners of Geuting’s Salon Moderne 
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Here, shoes from $16.50 
and up, in the more extreme 
styles can be shown in an 
atmosphere of privacy. 


0 nie maintaining the 
idea that such a selling 
room is only for the few, 
and obtains its best results 
through keeping an exclu- 
sive atmosphere, Mr. Geut- 
ing has refrained from ad- 
vertising it widely. A let- 
ter announcing the opening 
of the Salon was sent out 
to a selected list of custom- 
ers late last month, along 
with a small four - page 
brochure showing the pic- 
tures reproduced here, on a 
background of silver. 
The letter read in part : 


“My Dear Mrs. weet 
“All of us who have been 
to Paris know . . . or at 


least have heard whisper of 
those hidden - away little 
shops where one is over- 
whelmed with myriads of 
beautiful things—far in ad- 
vance of the mode. 
“Perhaps time and time 
again you've wished for 
just such a little shop in 
Philadelphia —- where a 
shopping expedition might 
offer a real thrill. Then, 
certainly, you should visit 
our Salon Moderne . 
for here you will find 2 
counterpart of these minia- 
ture Paris fashion shops—- 
an intimate, comfortable 
Salon, catering to a discrim- 
inating, fashion-wise clien- 
tele.” 





skimp 
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An Interpretation of the New Autumn Schedule Announced 
by the Textile Color Card Association 


By MADAME HAMILTON JEFFRIES 
Fashion Editor, Boot and Shoe Recorder 


N looking over the fall colors one might feel a 
[ 0s of disappointment because of the notice- 
able lack of vividness.. However, these colors 
are all base colors and are splendid tonals for trims 
either in the same color range, or off-shade accents. 

Most of these base colors will require contrasting 
inlays and pipings, or two and three tones of the 
same color scheme. 

Beachwood—Described by the Color Card as a 
lighter tone in the warm tan range needs the accent 
of a deeper brown lizard inlay and a piping of choco-- 
late. This combination in a four eyelet oxford will 
be very successful for fall, vying with a broad T 
strap for popularity. Shoe lacings are taking the 
deepest colorings. 

Sierra Brown—Described as a deeper tone in the 
golden brown range, is a volume dress brown for 
fall. Therefore for street wear it will not be as im- 
portant in footwear as the darker brown. 

Prado Brown—A rich reddish brown generally 
known as Color No. 18 of last year is almost too rich 
in coloring for the entire costume, and the dress 
will probably have accents of Capucine, light beige 
or vanilla tone. The shoe, if made of suede, will 
carry broad trims of luster kid. If made of kid, it 
will necessitate light piping. Oxfords made in this 
color may be lightened by rather large inlays of 


lighter colored lizard on the side of the throat. 

Chocolate Brown—Resembling very much the 
Totem brown, should be relieved with gray beige, 
lizard or snake, or two or three strippings of light 
kid. The possibility of oxfords in this shade is tre- 
mendous. 

Autumn Green—A suggestion of autumn foliage— 
will be exclusively a bench-made and high-grade 
proposition. Here again the beige and gray accents, 
either in lizard or snake, preferably tiger lizard or 
luster lizard, and again with gunmetal and bronze 
gunmetal will be necessary. 

Chianti Red—A rich wine tone—will probably go 
through as a straight shoe with very little piping or 
trimmed with self-tone silk kid. 

Nautical Blue—A blue lighter than Commander, 
with a difficult off-tone to it, suitable for T-strap 
patterns and plain oxfords. Combinations of self- 
toned lizard or suede and kid will be effective. 

Antique Purple—Should only be shown in smooth 
finished leathers, and should be only a high style 
proposition. 

Blugray—A duller tone than the color generally 
known as No. 83, will feature in snakes with green 
underlays or piping, or in all-over self-toned lizard 
and some kids. In combinations and trims with 
black patent it will style smart pump effects. 


Something ACEW (‘oming in all the 7 IME 


[CONTINUED FROM PAGE 47] 


skimp along on. It would have held me down in buying. 

“A good-sized bank balance seems to act as an in- 
toxicant when I am in a sample room. I go in fully de- 
termined to limit myself to a certain amount, but I have 
difficulty doing so simply because I know a few more 


shoes won’t break me anyway. I have thus taken many 
losses that would have never occurred if necessity had 
compelled me to watch my capital more carefully.” 

“No” may be an ugly word, but don’t leave it home 
when you go to buy shoes. 
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C. H. Davies Dead 


Founder and President of Racine Company, Began 
Career as Block Boy in Cincinnati Factory 


Racine, Wis.—Charles Henry Davies, founder and 
president The Davies Shoe Mfg. Co., Racine, Wis., died 
at a St. Louis hospital March 23 following an apoplectic 
stroke suffered en route to St. Louis from Hot Springs, 
where he had been for a two-week vacation. 

Had he lived until'ne#€ June, Charles Davies would 
have been 52 years old. His first work in the shoe trade 


was as a block boy in the Cincinnati factory of Krippen- 
dorf-Dittman. Later he worked in Portsmouth before 
coming to Racine in 1911 and entering the employ of The 
Racine Shoe Mfg. Co., when F. C. Goff was in charge 
of that company. Five years later he established his 
own company in a loft at Racine Junction where the 
output of 24 pairs a day was steadily stepped up, through 
the opening of the company’s own plant in Racine proper 
and the addition of a factory at Horicon, to 2000 pairs 
maximum output. 

With splendid foresight Mr. Davies capably organ- 
ized his business, deputizing responsibilities to various 
department heads; a policy which now admits of the con- 
tinuance of the business without interruption. This plan 
also enabled him to indulge in civic activities which had 
for him a fascination. He was a regional director of 
The Boy Scouts, active in Y. M. C. A. work and when- 
ever community or war chest campaigns were required 
in Racine, Mr. Davies was regarded as the logical chair- 
man of such committees. He is survived by his widow, 
son, three daughters and two sisters, all of Racine. 

At the funeral services held here March 27, the shoe 
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and leather trade was well represented, numbering local 
shoe manufacturers, numerous large retail merchants and 
representatives of the leather industry from Milwaukee 
and other nearby cities. 


First Buying Wave 
[CONTINUED FROM PAGE 45] 


Considerably Ahead of Last Year 


Dattas, Tex. (Volk Bros. Co.)—This year’s Easter 
business was considerably ahead of last year. Beige 
shades in kid are the biggest sellers followed by patents, 
genuine reptiles and other shades of kid, including gray 
and the high colors. Woven sandals and black satin 
come next. The best patterns are straps, step-ins and 
ties. 

* * * 


Sales Compare Favorably with Last Easter 

INDIANAPOLIS, IND. (Marott Shoe Shop)—Even with 
adverse weather conditions, sales compate favorably with 
last year. In women’s shoes we sold 75 per cent colors 
and 25 per cent patents and black kid. In heels, 60 
per cent were high and 40 per cent medium types— 
mostly straps and pumps. Sales of red, green and blue 
very good considering the early date on which Easter 
fell. In men’s shoes the plainer types predominate—65 
per cent tan and 35 per cent black. 

* * * 


Ten Per Cent Under 


MitwauKkeg, Wis. (Caspari & Virmond Co.)—Easter 
business about 10 per cent under last year’s sales. In 
demand are blue, blond and brown kid in straps and 
pumps ; also lizards and snakes in blue and blond; and a 
few blacks in pumps and straps. Big demand for Cuban 
heels ; also for sport oxfords and one-straps with medium 
heels, in the lighter shades and to a slight extent in the 
high colors. 


* * * 


Remarkable Record Considering the Weather 

Provipvence, R. I. (F. E. Ballou Co.)—Considering 
the weather, which has been bad, we did remarkably 
well. Even with four rainy days we are ahead of last 
year. Colors ran as follows: Beige (watersnake pre- 
dominating) 35 per cent; blue, 30 per cent; tan, 20 pe: 
cent; black, 15 per cent. We are very much surprised 
at the way blue is selling. In fact, we think all buyers 
have underbought on this color. 


* * * 


Twenty Per Cent Ahead of Last Year 
Sureveport, La. (Phelps Shoe Co.)—Easter busi 
ness 20 per cent ahead of last year. Eggshell, white anc 
jade leading in D’Orsays and straps with fifty-fifty 
[TURN TO PAGE 82, PLEASE 
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SERVICE 


—one of the strongest links in the successful 


merchandising of the far-famed Qeuwam Santale, 
“service station to the shoe retail industry” is the 
description most often applied by merchants to the GOLO 
SLIPPER COMPANY. 





Right now, we are ready to service your immediate requirements for 


Desuwith Swdel, The best sellers among these charming colorful weaves 
are available for shipment from stock. 


Test us for service, and test the genuine, original 


Desumitt Sentah, for appeal to women who know the 


difference. 


In order to promote our stock and 
size service, we regret we cannot 
accept initial orders for single pairs 


GOLO SLIPPER COMPANY. 


129 DUANE STREET, NEW YORK 









VAN RAALTE 


Silk Stocking 
No. 699 


Glorified by an 
Elongated Clock! 


Designed especially to wear with 
sports sandals and cut-out evening 
slippers. A fine gauge, pure in- 
grain silk stocking—extra sheer, 


with a Twinkle Blue picot top. 


The clock is delicate, dainty —a 
slender flattering chain that runs 
far down the foot in a single 


sweep—graceful, unbroken. 


Suggested retail price, $3.50 


No. 699 
$26 the dozen 


Silk, and Suede Fabric Gloves 
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MILLER 


BALANCED 
SOLE 


has 4 Big Features 


























That’s Why 
They Wear Longer 


1. TOUGH—+o it will give longer wear. 





2. HARD —«o it will not spread out and 
get out of shape. 


3. FLEXIBLE —+o it will bend and not 


crack. 


4. LONG-LIVED—o0 the sole will stay 
fresh and the rubber 


will not deteriorate. 


MILLER | 


Tires—Tubes—Accessories and Repair Materials 

—Drug Sundries—Bathing Wear—Shuglov Foot- 

gear—Rubber Balls and Toys—Molded Rubber 
Goods. 
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CORDO HYDE LACES 


Every feature which your most par- 
ticular customer can demand from a 
shoe lace—is offered in CORDO 
HYDE Laces. Manufacturers 
find them a dependable and 
popular sales argument. 
Merchants can depend 

upon CORDO HYDE 

for customer - satis- 

faction and certain 

profit. 


THEY HOLD 
WHERE 
OTHERS 
BREAK 








O. A. MILLER TREEING MACHINE COMPANY 
Lace Division Brockton, Mass. 





















62 BOOT AND SHOE. RECORDER April 6, 1929 





53 ‘Years 


of Service 
What They 








This more-than-a-half-century of service (since April 7, 1876) means 
stability—the assurance that your policy with the Central Manu fac- 
turers Mutual Insurance Company is the pledge of one of America’s 
strongest insurance organizations. It is a guarantee of complete 
protection, fair settlement, prompt adjustment, and speedy payment 
of claims. 


These are abundant reasons for placing your insurance exclusively 
with the Central. Yet we add the saving in Central’s dividend to 
policy-holders (30% for the past eight years). This actual reduc- 
tion in your insurance cost is conclusive evidence that a Central 
policy delivers maximum protection at minimum cost. 


Individuals or corporations qualifying as first- 
class risks are cordially invited to inquire 
about Central’s protection and the savings to 
be gained from Central’s dividends. 


"CENTRAL 
of Van Wert, Ohio. 


A Friendly 
Company 











FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR’ SELECT’ RISKS 
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on the 


hOes Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 





The Independent Store Has Every Oppor- 
tunity to Succeed 


By WALTER ROOsE, Sales Manager for The J. W. Carter 
Company, Nashville, Tenn. 


“What can I do to combat chain store competition and 
successfully stay in business?” asks Mr. Individual 
Merchant. 

Our answer is—Study the chain store methods and 
use those that seem good to you in your own business. 
Give more service than the chain store can give. Play up 
the personal element. 

First of all—Individualize your business. 

Buy from a few firms, only. These firms appreciate 
all the business you can give them. Loan companies and 
Morris Banks exist because the average individual has too 
many charge accounts. In order to keep his credit good, 
he borrows from one to pay up many. Merchants often 
have the same fault. Concentrated buying from a few 
houses entitles the merchant to better credit than if his 
indebtedness is spread out among many houses. 

Keep an accurate stock and buying control. Shoes not 
moving in three months should be sold regardless of price 
in order to make room for new and salable merchandise. 

Meet customers as much as possible. Know everyone 
in your town or city, and be on friendly terms with every- 
one. Chain stores find it difficult to hire men who know 
the people in a neighborhood as well as the independent 
merchant 

Accommodate with credit—but guard against loss from 
your knowledge of whom to trust and whom to distrust. 
Chain stores usually sell for cash only. 

Deliver goods, and keep your store open during hours 
most accommodating to customers. Chain stores do not 
usually deliver goods. 

Do not be afraid to make long leases—chain stores have 
more vision and take leases longer than five years—the 
average merchant is timid in this direction. 

Work hard every minute of the day—concentrate on 
a, business. Do not turn tc some other interest hoping 

“bolster up” your business. The result is divided 
ple: that isn’t big enough for one interest in two inter- 
ests and divided attention between two lines of business 
when one, only, needs the entire time of the merchant, if 
he would be successful. 





pony! (Pete) WARE, one of the 
best known shoe travelers in the 
Middle West and a resident of Chi- 
tago, has joined the salesforce of the 
Eavclsior Shoe Co., Portsmouth, as a 


‘special representative for the Grant 


lexated line in Ohio, Pennsylvania, 
Indiana, Illinois, Kentucky and Wiscon- 
sin. He will continue to reside in Chi- 
cago.— (UTPS) 


PRESCOTT 

¢ TURNER 
recently joined the 
Harsh & Chapline 
Shoe Co.’s_ sales- 
force, and covers 
Colorado, Wyo- 
ming, Utah and 
Montana for this 
house. Mr. Turner 
was connected with 
the A. H. Wein- 
brenner Co. for the 
past seven and a 
half years. He is 
the type of man 
characteristic of the MHarshline and 
Lion Brand salesforce personnel, the 
country over—the serious-minded busi- 
ness getter worthy of the merchant’s 
confidence and capable of advising him 
as to modern merchandising policies. 


W. Prescott Turner 


At a meeting of the Iowa Shoe Trav- 
elers Association held at Hotel 
Fort Des Moines, March 16, President 
O. R. Blechinger announced that the 
chairman of the association’s member- 
ship committee for the coming year 
will be Charles Clark. It was also de- 
termined that a special meeting of the 
Iowa travelers will be held Tuesday, 
April 9, during the week of the North- 
western Shoe Retailers gathering in 
Des Moines. Travelers selling shoes on 
the road, irrespective of whether they 
have membership in the Iowa organiza- 
tion, are invited to attend the April 
meeting and are assured that matters 
of importance to all traveling shoe 
salesmen will come up for considera- 
tion. 


F RANK QUIGLEY, sales manager of 
the Conrad Shoe Co., has returned 
to the Old Colony District after an ex- 
tensive trip to the Middle West and the 
Pacific Coast. Frank reports that he 
found merchants in a receptive mood 
to the new samples which he showed 
them, and that he booked a goodly 
amount of business; his factory is run- 
ning at capacity. 


2 PREAGER of the Unity Shoe 
Mfg. Co., Brooklyn, is on a three 
weeks’ trip to the Middle and South- 
west. 


pyAaer L. HUNTER recently made 
arrangements to represent the 
Capitol Shoemakers, Inc., of St. Louis 
in Oklahoma and Texas. He reports 
that he booked many orders at the Fort 
Worth Show. Mr. Hunter formerly 
represented John Meier Shoe Co. 
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One SHOE will Fit each of these feet— 

















t Ie iat a PEE OR ee ae . 
Pitan. SS ata i) hls ‘ phe ae ecw Ss 


But will one - SUPPORT fit ke 7 “a seihas? 
If you can’t answer that in 
the affirmative, you'll have 
to agree that 














Dr. Scholl’s Method there's no such thing as a 
corrective shoe 


Take a size 8!4 man’s shoe, for instance. Take note of the customers who buy that 
shoe. Some are fat, some are lean, some are short, some are tall, some weigh ninety 
pounds, some weigh a hundred and ninety, some have high arches, some have low 
arches; practically all have some form of arch weakness, but no two have it to exactly 
Bestosa polis aot ond the same degree in exactly the same spots. 

a Dr. Scholl appliance Now, then, if that shoe is an arch support shoe—of what practical good is the arch 
support? Common sense tells you it must be too light for some of these fellows —too 
rigid for others. And what about FITTING? Where else is accurate fit half as impor- 
tant as where practical support is needed? These steel shank pieces that are built in 
the shoe are all the same. The feet you put them on are all different. You can’t reach 
or alter the shank piece. How can you fit that kind cf support to the foot? Or do you 
hope to fit the foot to the support? 

If you want arch supports to be of any real benefit to your customers and your business, 
bear these facts in mind: To provide immediate 

comfort and ultimate correction,thesupports must 

provide just the right degree of elevation just 

whereit isneeded—and not where it is not needed. 

That means they must be shaped to the require 

ments of the individual foot. Then, - + improve- 

ment permits, they must be gradually raised—just 





a little at atime. This can very easily be done by 
the Dr. Scholl method. Your sales people can 
quickly learn to do it. Our Educational Depart- 
ment will teach them gratis. There's profit in it ' 
for the dealer who believes in doing things right. : — 
With this Arch Fitter Dr. Scholl’s Cor- 
rective Foot Appliances may be ad- 


THE SCHOLL MFG. CO,, Inc, rective Foot Appliances may be ait 
Largest Makers of Foot Appliances in the World lelbeciatiasaRiniaind dedhaanndicion 
213 W. Schiller St., Chicago of the foot improves. Repeating this 

62 W. 14th St., New York 112 Adelaide S., Bat, Toronto service Over a course of several weeks 
Branches in the leading cities oe firmlycements the customer tothe store. 











— — Dr Scholls 


Corrective Foot Appliances 





TA ti ri ei oe mes om. 
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IVE sales crews 
of The Foot- 
wear Guild, Inc., 
started out the first 
week in April, and 
spread out their 
lines at the Ben 
Franklin Hotel, 
Philadelphia; the 
William Penn Ho- 
tel in Pittsburgh; 
at the Schroeder 
Hotel, Milwaukee, 
and at the Statler, 
in Buffalo. The 
Br ater ee wt, i 
= charge of Sales 
= Manager J. E. 
Harvey. Other headquarters’ men ac- 
companying the sales crews’ personnel 
are: H. Mayo, R. S. Arnold, F. A. 
Keene, Joseph F. Travers, J. H. Holmes 
salesmen, C. H. Ward, George J. 
Faulkner, Arnold Bamberger, Harold 
F,. Adams, Thomas W. Furlong, W. H. 
Waddington, Harry F. Balaban, and 
S. ©. Stokeley. The display rooms and 
headquarters in Boston at 10 High 
Street opened Ane 1, with nearly 1000 
samples, about 24 lines in all, consist- 
ing of women’s shoes, retailing at from 
$5 to $12; men’s shoes at from $4 to 
$10; boys’ shoes, $4 and $5; children’s 
shoes in four grades, at popular prices. 
Up to date, 325 stores have been “signed 
up”; and of these, 250 have had sur- 
veys made, and have had the unit con- 
trol system installed. Sample rooms 
are not open to anyone but subscribing 
members. After the showing in the 
above-mentioned cities, the next week 
in April will be chosen to spread the 
samples in Madison, Appleton, Wausau 
and La Crosse, After the Buffalo 
showing, Rochester, Syracuse, Utica, 
Albany and. Binghamton will follow; 
after the Pittsburgh display, Columbus, 
Cincinnati and Cleveland, Ohio; after 
the Philadelphia exhibit, Allentown, 
Harrisburg, Richmond and points 
South will be covered. A large num- 
ber of shoes are carried in stock for 
immediate shipment; for instance, 
seven lines of men’s shoes; several lines 
of women’s from the extremely narrow 
to the extremely wide; all boys’ and 
children’s lines are in stock. 


Geo. B. Hendrick 


OHN J. WHALEN of Brockton, 

Mass., has joined the salesforce of 
the X-Ray Shoe Fitter, Inc. of Milwau- 
kee, Wis., and is selling X-Ray shoe 
fitting equipment in New England and 
New York State, exclusive of New 
York City. Jake “travels light,” with 
a small and compact case, containing a 
number of films, and literature “Worth 
Looking Into.” Mr. Whalen returned 
to his home city to_spend Easter after 
a trip to the Wisconsin factory. While 
in Milwaukee, he attended one of the 
frequently held meeti at the Plank- 
inton Hotel of the isconsin Shoe 
Travelers Association, at which Na- 
tional President Frank J. Larkin made 
an address. Jake reports that there 
were about 75 present at this meeting. 
Mr. Whalen is still much interested in 
shoe traveler activities as well as in 
civic work. He is past-president of the 
Boston and Pennsylvania Shoe Travel- 
ers’ associations, and has the record of 


attendi one of the eighteen na- 
tional N Ss. t A. conventions, except 
the 1929 event, from which illness kept 


him away. Mr. Whalen a wide ac- 
quaintance in the trade which he has 


been covering for a number of years, 
among is former representations being 
Field Bros., Condon Bros., and Preston 
B. Keith. He is still president of the 
Brockton City Council. He intends to 
show his X-Ray shoe fitting equipment 
at the Boston Shoe and Leather Fair, 
the week after the Fourth. 


Lawrence Lewis, known as “The 
Lindbergh of the Air Mail line,” 
covers the Pacific Coast trade. “Fly 
Your Shoes in Stock and They Will 
Fly Out of Stock” is Lewis’ slogan. 


R E. JACKSON has joined the sales- 
¢ force of the Interstate Shoe Co. 
of Manchester, N. H., April 1, and will 
cover Nebraska, Kansas and Oklahoma, 
with headquarters at Denver. Jack, as 
he is known to his many friends in the 
trade, has represented the Ozark Shoe 
Co. for several years, and is one of the 
best known and best liked men in the 
Inter-Mountain territory. 


HEODORE COPELAND, JR., of 

Dallas, for years district manager 
for the Peters branch of The Interna- 
tional Shoe Co., has been transferred 
to St. Louis, where he becomes man- 
ager for the company.—(UTPS) 





Pacific Coast Boys De- 
clare for High Tariff 
on Shoe and Leather 

Imports 


San Francisco.—On March 23, 
1929, the Pacific Coast Shoe Trav- 
elers’ Association sent a resolu- 
tion passed at a special meeting 
to all of the Senators and Con- 
gressmen representing the West- 
ern States, as follows: 

“We, the Pacific Coast Shoe 
Travelers’ Association of the Pa- 
cific Coast States, in convention 
assembled, passed the following 
resolution: That we deem it neces- 
sary, for the protection of the 
shoe and leather industry in gen- 
eral, that a high protective tariff 
be placed on these commodities. 
The enormous quantities of for- 
eign-made shoes that have been 
shipped into the United States of 
America have been overwhelming, 
and whereas traveling salesmen 
are unable to compete with the 
product of cheap, European labor; 

“Therefore, we ask you, individ- 
ually, to use ev ort to sup- 
port the bill for protection of 
this industry which is now before 
Congress.” 
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A. THO MP- 

¢ SON sells 
the Bob Smart line 
in Tennessee and 
Alabama. One of 
his good retail shoe 
merchant friends 
in that section says 
that Bob Smart 
shoes and G. A. 
Thompson make a 
joint buying ap- 
peal that is hard 
to resist. Mr. 
Thompson has 
traveled Southern 
territory for many years and has wit- 
nessed many changes in Dixie, one of 
the most outstanding of which being 
recently described by a customer in the 
following lines: Though she still has 
pretty women and her horses still are 
fast—“Old Kentucky’s crowning glory 
is a mem’ry of the past. That which 
makes Milwaukee famous doesn’t foam 
in Tennessee—and the lid on Ol’ Kain- 
tucky is as tight locked as can be: for 
the eggnogg now is nogless, and the 
rye has gone awry. And the punch 
bowl holds carnations for the South by 
Gawd, suh’s dry.” 


Cc. A. Thompson 


‘TBE following traveling shoe sales- 

men who cover the South recently 
called on Atlanta shoe merchants, both 
at retail and wholesale, and report 
that they find dealers optimistic over 
trade prospects for spring: Bert Blan- 
ton of the Holland Shoe Co.; George 
Lewis of Kurz, Lapidus Co., who makes 
his headquarters at Atlanta; J. W. 
Witherspoon of the Abbott Co.; Ma- 
rion P. Dominick of the Daniel Green 
Shoe Co.; Jesse Keith of the Marion 
Shoe Co.; Bob Hill of J. Albert & 
Sons; Marshall Walker of the Great 
Northern Shoe Co.; Olin White of 
Griffin- White. 


HE Ault-Williamson Shoe Co., Au- 

burn, Me., manufacturers of Con- 
stant Comfort and Modern Prophylac- 
tic turn footwear, announce the follow- 
ing territorial and personnel changes 
in their sales staff: Mark Campbell 
is no longer carrying this line, devoting 
himself exclusively to the Ault-Shack- 
ford welt line in Oklahoma and parts 
of Texas; Clyde Anthony has taken 
over Mr. Campbell’s territory; Ross 
Bowman has also transferred to the 
Ault-Shackford line and Ray Hodge 
has taken Mr. Bowman’s Indiana terri- 
tory; P. R. Howard is handling his old 
territory in Wisconsin and Michigan 
with the A-W turn line exclusively; 
Fred Maatsch has added a portion of 
Oklahoma and Omaha, Nebraska, for- 
merly covered by O. L. Rappleye; C. L. 
Marbury has taken the central and 
southern part of Oklahoma in addition 
to his Arkansas territory; George M. 
D. Posey is covering Minnesota, North 
and South Dakota, handling both the 
Ault-Williamson and Ault-Shackford 
lines; Ed. A. Skaer is the new sales- 
man covering i. and the sur- 
rounding district. In the Eastern 
Division, Clark G. True is covering 
Maine, New Hampshire, Vermont, and 
a part of northern New York with the 
Ault-Williamson and Ault-Shackford 
lines; Philin F. Bruggeman has Massa- 
chusetts, Rhode Island, and Connecti- 
cut; Philip A. Bruggeman is covering 
part of Pennsylvania. 
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Special 
Nickel and Jet Buckle 
B-183—Patent Leather. . 84.75 


“NANA” Special Process 
“Combination Leather Bow’’ 
B-40 

witl 





“TOITY” 
B-193—Sunburn Calf with 
Porcupine Calf Trim to 
eccavosenes cee $4.76 


match 
B-196—P a tent Leather 
with Black 


Calf 
B-948—Med. 
with Genuine Blue 
»  3-944—Patent Leather... 435 » 49 “Bia ck Kid with e! 
“BERNICE ther... 435 949 Black Kid with 


Goll and Brown Buckle 


B-149—Brownstone Kid. 85.00 


THE MENIHAN COMPANY = ggcrn = 
In-Stock Department Comb 475 (} 
ROCHESTER, N. Y. — ; 
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Shoe and Apparel Leaders Lay Plans 


for Joint Convention in Columbus 


Many Exhibits Booked; 
Merchandising Problems 
to Be Discussed 


CoLUMBUSs, OHIO (UTPS)—Presi- 
dent Earl T. Smart of Marion, head 
of the Ohio Valley Retail Shoe Deal- 
ers’ Association met with the presi- 
dents of the Ohio Retail Dry Goods 
Association and the Ohio Retail 
Clothiers’ and Furnishers’ Associa- 
tion at Dayton, last week, when the 
completed program for the big joint 
apparel convention to be held in Co- 
lumbus May 13 to 16 were approved. 
Meeting with the presidents of the 
organization was C. E. Dittmer, sec- 
retary of the Ohio Valley Retail 
Shoe Dealers’ Association, who is 
also secretary of the other two as- 
sociations. H. S. Ames of Dayton 
is president of the Ohio Dry Goods 
Association and T. W. Craig of 
Athens is head of the clothing or- 
ganization. 

The papess contains a number of 
nationally-known speakers who will 
speak on every _ of present-day 
merchandising. James H. Stone, sec- 
retary of the National Shoe Retailers’ 
Association, will s on the last day 
and will bring the greetings of the 
national organization. Ernest H. Bur- 
rill, Boston, chairman of the plan and 
scope committee of the same organiza- 
tion, will present complete figures for 
the study of two successful shoe stores. 

That the convention will attract the 
la it attendance of retailers ever 
gathered in Ohio is assured. Secre- 
taries of local retail merchants asso- 
ciations will head delegations of mer- 
chants from their various communities. 
Much interest is being engendered in 
all parts of the State over the conven- 
tion and shoe merchants generally have 
asked for details of the sessions. 

The merchandise displays, one of the 
big features of the convention will be 
larger than ever. Displays will be in 
sample rooms at the Deshler-Wallick 
Hotel, where the convention headquar- 
ters will be located. y more 
than 100 rooms have been reserved, 
many of which are for shoe and 
leather exhibits. 

One of the features will be a golf 
tournament the first day, when all 











They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the fol- 
lowing typical inquiries: 


H-1527 Wants women’s riding boots 
costing $7 to $10. 

H-1528 Wants women’s turns and 
welts; also men’s welts, re- 
tailing $6 and $7. 

H-1529 Wants men’s t slippers. 

H-1530 Wants men’s golt oxfords, in 
stock, retailing $10. 

H-1531 Wants men’s white canvas 
oxfords with leather soles, to 


retail $3.50. 
H-1532 Wants men’s ventilated scuf- 
fer oxford or sandal from 


s q 
H-1533 Wants boys’ black arch sup- 
rt oxfords with orthopedic 


eels. 
H-1534 Wants men’s and women’s 
white oxfords for drill team 


and marching clubs, from 


stock. 
H-1535 Wants women’s novelties and 
staples at less than $2 a 


pair. 

H-1536 Wants infants’ soft soled 
shoes costing about 35 cents 
net for volume trade. 


Interested parties may have 

names on request to Information 

Department, Boot and Shoe Re- 

soe, 80 Federal St., Boston, 
ass. 











Ohio retailers will contest for cups. 
“Red” Troutman, a well-known golf 
manager has been secured to conduct 
the tournament. 

Questions of store management, ad- 
vertising, budgeting, styling, account- 
ing and other phases of merchandis- 
ing will be discussed at the round- 
table sessions of the convention. 


J. W. Biggs Opening Store 


SAN ANTONIO, TEx.—J. Wiley Biggs, 
formerly manager of the French Boot- 
ery in the Wolff & Marx store, is open- 
ing a women’s shoe department in the 

cony of the new Kay store. Shoes 
retailing from $10 to $25 will be car- 
ried. B. F. Dorian, who has been with 
the Guarantee Shoe Co. for several 
years, will manage this department. 
Mr. Biggs also operates the shoe de- 
partments in Washer Brothers. These 
comprise a Bostonian section for men 
and a Peacock shop for women. At 
present the latter is being refurnished 
throughout. 





Boston Retail Trade 
Exceptionally Good 


Boston, Mass.—Retail shoe stores 
and shoe departments report an excep- 
tionally good business. The manager 
of a men’s shoe department selling 
high-grade shoes said: “My March, 
1929, trade has been way ahead of that 
of the corresponding month of 1928.” 
The month of March commenced rather 
slowly as to buying, but the last two 
weeks were active ones despite the gen- 
erally cold and disagreeable weather. 
All grades of shoes sold well; there 
was apparently no price resistance, for 
$12.50 to $35 footwear moved as rapidly 
at $2.95 shoes. Windows, with effective 
backgrounds, drapes and cards, as well 
as style shows, and attractive news- 
paper advertising, helped materially in 
stimulating trade. Style talks in stores, 
and in newspaper editorials, emphasiz- 
ing the importance of the shoe as a 
fashionable costume accessory, were 
credited by those merchants inter- 
viewed as playing one of the major 
parts in selling more pairs. 

One shoe department installed for 
the first time, and with gratifying sales 
results, an ensemble of accessories, dis- 
playing three hats, one in the new 
green, one in yellow and one in purple, 
in hand-painted silk crepe, with purses, 
scarfs and shoes to match; the shoes 
were priced at $14.50; the hats at 
$18.50. 


One of the “smart” exclusive shoe 
shops reports a good sale on men’s 
sport shoes, with composition soles, as 
well as on spiked and “rubber-knob” 
soles; the demand is about evenly di- 
vided, he says, between white buck with 
tan calf trim and white buck with black 
calf trim; the manager of this shop 
reports that he is selling with these 
shoes imported Scotch sweaters, and 
cashmere hosiery in — ribbed and 
cuff patterns to match. 

Men’s clocked hosiery is in good de- 
mand; in the higher grade novelties 
many black and white “foulard” pat- 
terns are noted—generally, however, 
men’s hosiery is not so colorful as last 
season. In women’s hosiery, chiffon 
shades to match the skin lead in the 
demand; darker shades of beechwood 
and nut shades, as well as some grays, 
are moving well. 


Walk-Over Shop 
Reopened 


BROCKTON, Mass.—Following reno- 
vations which have required several 
weeks, the George E. Keith Stores 
Company, has reopened its Walk-Over 
store at 123 Broadway, Portland, Ore. 
The Walk-Over Co. has remodeled its 
floor space made necessary because it 
took over another store and eliminated 
a portion of its old establishment. 








IN STOCK 


AAAA to EEE 
SE 












A wide variety of In-Stock shoes, any one of which 
you can order with the assurance that it will leave 
nothing to be desired from a fitting standpoint. 


Wilbur Coon Shoes are noted for their exceptional 
fitting qualities, particularly on feet that prove 
hard-to-fit in ordinary shoes. 


The numbers listed are ready for immediate de- 
livery. 


ell 


37 Canal St. 
Rochester, N. Y. 


> a 


Style P302—Black Glazed Kid, $5.00 Style P1733—Black Glazed Kid, $5.65 
Style P303—Patent Leather, 55.00 Two strap sandal, underlaid cut outs 
Style P315S—Mode Beige Kid, $5.85 309 (combination last, arch sup- 

porting counter, 14/8 ao” 


ss oxford, 310 (combination) 
14/8 leather Cuban heel, heel, fibre top. 
fibre top lift. 
Note: Style 315 has a covered 
Cuban heel. 











Style P1602—Black Glazed Kid, $5.50 
Tongueless oxford, 311 (combination) 
metatarsal button, 12/8 


leather heel, fibre top. 


Style P1737—Patent Leather, $5.75 


Center strap, 510 (combination) last, 
16/8 covered Cuban heel. 
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Style P1734—Black Glazed Kid, $5.75 
Style P1735—Patent Leather, $5.75 
Style P1736—White Kid, $6.25 
Style P1753—Burnt Oak Kid, $6.35 


Tongueless oxford, 309 (combination) 
last, 14/8 covered Cuban heel. 













Style P1742—Patent Leather, $5.75 
Style P1743—Black Satin, $5.75 
Style P1744—White Kid, $6.25 
One strap sandal, 509 (short heel, 


standard instep) last, 16/8 
covered Cuban heel. 











Style P306—Trotteur Tan Kid, $5.75 
Style P308—Black Giazed Kid, $5.00 
Style P309—Patent Leather, $5.00 
High riding three eyelet tie, 309 (com- 
bination) last, 14/8 leather Cuban 
heel, fibre top lift. 













Style P1995X—Black Glazed Kid, $6.25 
Style P1996X—Patent Leather, $6.25 
Front gore sandal, 509 (short heel, 


standard instep) last, beaded buckle 
16/8 covered Louis heel. 







Style P312—Black Glazed Kid, $5.00 
Style P313—Patent Leather, $5.00 
Style P305—Mode Beige Kid, $5.85 
One strap sandal, 209 (short heel, 
standard instep) last, 14/8 
leather heel, fibre top. 


Note: Style 305 carries a covered 
Cuban heel. 
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Fancy Shoes for Tots 
Lead in Philadelphia 


Wales Oxfords and Snakeskins 
Selling Well 


PHILADELPHIA, Pa. (UTPS)—The 
Wales type of oxford is bei popu- 
larized to such an extent in the local 
shoe departments for children that it 
is becoming one of the big runners of 
the season. 

Until this season, Wales children’s 
numbers were to be found only among 
the high-priced shoes, sometimes at 
$12.50 in the exclusive shops, but A. 
H. Geuting for Spring wear is selling 
a number at $7.75 which is outstand- 
ing. It has perforations, but not a 
covering of them, and comes in a good 
calfskin. 

In higher-priced numbers of the 
same t shoe, for children and 
misses, they are having success with 
sophisticated types, such as a combi- 
nation of reptile and plain leather. 
They also sell a much-perforated Wales 
shoe at $9.50. 

Another variation still on the same 
theme is a Wales type that has a dou- 
ble row of leather stitching running 
perpendicular to the toe, and runs the 
laces through the usual tabs and eye- 
lets. The novelty of this number lies 
not only in the decoration that is so 
different from the original perforations, 
but that it comes in colors, such as 
yellow, red and blue, as well as tan. 

Colorful shoes for children and 
misses are being shown in this depart- 
ment, and the pre-Easter trade has 
seen them selling rather well, but it is 
expected that the Summer trade will 
take them up to an even greater de- 
gree, 

Snakeskins in many types of “young” 
shoes mark another departure from the 
conventional. This department has en- 
livened its appearance very much with 
the new shoes shown for youngsters, 
and the growing girl. That is to say, 
adaptations of older shoes that are ap- 
propriate to the younger person are 
as much to the fore now as are adap- 
tations of misses wearing apparel in 
general for the junior miss. 

A marked success is attending this 
exhibiting of snakeskins, such as 
watersnake, lizard, etc., in models with 
low heels, and a restrained trimming, 





The tall chap in the double breasted suit is none other than our noble Field 


Editor, Harry R. Terhune, doubling as a war correspondent. 


The picture was 


taken in Juarez, Mexico, and the hard boiled gentlemen with the rifles are 


Mexican revolutionary soldiers. 


Harry writes that a mess of good American 


shoes wouldn’t hurt these fellows a bit 








just enough difference from grown-ups 
to be in keeping and of the trimmed 
styles in general. Some little buckle 
numbers are very good in the misses’ 
sizes. 

At the same time, they say that 
business in their moccasin specialty is 
constantly increasing, as more and 
more people term it the ideai play 
shoe, and they are selling enormous 
quantities of regular brogues and ox- 
fords for Spring wear. 

White is beginning to sell for the 
younger people, and here again they 
depart from the usual, showing some 
black and white Wales shoes, with 
stripings of black on white in the 
saddle, used with black or white laces. 


Blocked Linens and 
Sandals for Children 


MIAMI, Fia. (UTPS)—The Lorraine 
Children’s Bootery, located in the Lor- 
raine Arcade, reports a most satisfac- 
tory season. A big business has been 
done in a beautiful printed block linen 
slipper, designed especially for this 
shop. The slipper sells for $4 and $6. 
In volume the sale of this special has 
been greater than for the more ordinary 


shoe because the purchaser usually 
takes a pair for each small girl in the 
family. 

Another good seller has been a Gre- 
cian sandal, also designed for this trade. 
It has a leather sole, with colored straps 
of red, blue or green leather. This un- 
usual style sandal has attracted atten- 
tion and resulted in big sales. By ad- 
vertising “Sport shoes the same as 
mother’s and dad’s,” a good business in 
two-tone sport oxfords has been built 
up. These “specials” move in far larger 
numbers than the ordinary staple stock. 


Colorful Shoes for Tots 


TULSA, OKLA. (UTPS)—Trade at the 
Children’s Shoe Shop has been es- 
pecially interested in rosebud dotted 
crash models. The Children’s Shoe 
Shop has been selling a great many 
tailored shoes, in patents and straps, 
and, for dressier wear, red and blue 
and blond models. This store, under the 
management of Mrs. Howes, who has 
been in the children’s department of 
Lyons Shoe Store twelve years, and 
Mrs. Morris, formerly credit manager 
for the I. Miller shoe store, has just 
celebrated its first anniversary, with 
accounts showing a good and increas- 
ing business. 











Walk-Over Dealers 


Elect Members 


CAMPELLO, Mass.—The Walk-Over 
Dealers’ Association has elected as new 
members: Leo E, Garneau of Law- 
rence, William E. Shine of Birming- 
ham, and Walter D. Gilbert of Wheel- 
ing. Sydney Stokes, E. Warner Howe, 
and Arthur R. Mandeville, retired. 
Mr. Garneau returns to membership 
after an absence of two years. Presi- 
dent Stern announces the personnel of 
the Walk-Over Dealers’ Association 
Executive Committee, as follows: 
President, Edmund B. Stern, Tulsa; 
vice-president, Earle F. Woodward, 
Newark; secretary-treasurer, Leo E. 
Garneau, .Lawrence. Executive Com- 





mittee, past-president, Al. A. Stentz, 
Fort Wayne; Harry G. Schutz, Louis- 
ville; J. Clarence Poweil, Greensboro; 
William E. Shine, Birmingham; Walter 
D. Gilbert, Wheeling. Advertising 
Committee, W. Leslie Seaman, New 
York; Carl H. Fliessbach, Chicago; 
Charles A. Helmbacher, Milwaukee. 
The next meeting of this committee 
will be held in Boston and Campello 
next May. 


Sandler Changes Job 


BIRMINGHAM, ALA. (UTPS)—H. L. 
Sandler of the Louis Saks shoe de- 
partment is to leave that department 
in the near future to take over the 
management of one of Thom McAn’s 
stores in Birmingham. 








Reptiles and Woven Shoes 


Lead in Birmingham 


BIRMINGHAM, ALA. (UTPS)—Reptiles 
took the lead in sales in the higher- 
priced shoe stores here during the 
month of March, a survey reveals. 
Woven shoes came in second. 

Business in the immediate Birming- 
ham district saw an increase over last 
month, merchants say A long rainy 
season which lasted for five “consecu- 
tive weeks has held business back con- 
siderably. 

“Reptiles and blondes were our best 
sellers with woven goods going fair. 
Business increasing,” A. T. Avara, of 
the Cinderella store, said. 





iF YOU WERE 
THERE you 
SAW THEM 


‘Palm “Beac. , or any other mecca of the fash- 
ionable. Sport shoes with PLY- 

TEX Soles were there in goodly numbers. And they will be with 
ou again this spring and summer at Southampton, Newport— 
and all the other playgrounds of the smart fraternity. For Plytex 
is the fe an Its looks and color and quality beat with the rapid 


pulse of style. Such shops as those sponsoring the famous 
Johnston & Murphy Shoes for men; such style establishments for 
women as Saks-Fifth Avenue—everywhere—sport shoes PLYTEX 
soled are being featured. In attractive combinations of black, tan, 
white or natural shades. Shall we tell you the names of stores 
nearest you now showing shoes with this fashionable Plytex Sole? 
Essex Rubber Co., Trenton, New Jersey. Creators of Sport Sole Styles. 


DLYTEX 
Sport Soles 
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Colored Kid, Snake and 
Patent, Leading Sellers 


CINCINNATI, OHIO—Warm weather 
prevailed the last week of March caus- 
ing people to shed winter regalia and 
start shopping for spring wearing ap- 
parel. A rush was made on stores, and 
sales ran higher on Saturday preceding 
Palm Sunday than they have for any 
one day in the past twelve months, 
with the exception of a few record days 
just before Christmas. F 

Shoe shops bore the brunt of a great 
deal of the rush, and all kinds of foot- 
wear moved. Light colored kid is the 
headliner and is followed closely by 
snake and patent. The position that 
was held last fall and winter by suede 
has been assumed by snake, which is 
being sold plain and in every conceiv- 
able combination. In fact, it seems that 
anything is just right if it has snake 
on it. 

Blue kid is very popular, especially 
the midnight blue and the soft grayish 
blue. Quite a bit of lavender and pur- 

le kid in the better grade is being 
bought for evening wear, and gray is 
at its best. Some green and red is mov- 
ing, but merchants do not expect much 
activity on these until later. A goodly 
number of whites are being sold, and if 
present weather keeps up for a while 
the white season will open in full force 
sooner than expected. 

In the black family, patent and kid 
are almost neck and neck for honors. 
Black satin is coming to the fore, and 
snake and patent combinations are 
good, 

A large variety of oxford patterns 
are being shown for street and sport 
wear, and many of them are moving. 
Straps vary, some being very narrow 
and others very wide with practically 
all types good. There is a good demand 
for pumps, whether plain or with or- 
naments, although the t, with side 
buckle is not taking as well as expected. 
Most of the spring shoes are being 
shown in two or more heel heights with 
narrow cuban and 18/8 most popular. 


New Betty Jane Shop 


Detroit, Micu. (UTPS)—Another 
unit of the Betty Jane Shoe Shops 
was opened for business at 123 State 
Street last week. The new shop is 
on the corner of State and Shelby 
Streets, fronting on Capitol Park, and 
is the largest of the five shops oper- 
ated by the company in oit. 
Michael Kauffman and Edward Bern- 
stein are the proprietors of the busi- 
ness, which has its headquarters at 
204-6 West Grand River Avenue. On 
the opening day a special offer of a 
pair of Betty Jane chiffon hose free 
with each purchase of a pair of shoes 
was made. 


To Open Memphis Store 


MEMPHIS, TENN. (UTPS)—H. C. 
Hart and Leon Skinner of Houston, 
Tex., have leased the store at 46 South 
Main Street, near Monroe Avenue, for 
a period of seven and one-half years 
and plan to m a ladies’ shoe and 
hosiery establishment, retail. The store 
is just north of Pantages Theatre. 





Men Want Warm Weather Shoes 


_ Early Spring dope from south Texas 
indicates a big year in all kinds of 
warm weather shoes for men. Just 
before Easter, H. L. Spinx of the 
Walk-Over store in San Antonio put 
in a window full of various shoes of 
these types, as, moccasins with woven 
vamps, those no-counter affairs punched 
all full of holes, the regular welded 


sole basket woven sandals along with 
the usual dress, sport and golf shoes. 
Instead of having enough shoes of 
these kinds to last him through May, 
this window sold him out. Men never 
bought sport shoes as early as this 
before, so this tendency indicates that 
a whale of a lot of them will be sold 
in the next five months. 





Manager McCarty Retires 


HAT the shoe 
business is a 
good business, with 
splendid results for 
industrious, intelli- 
gent workers was 
againdemonstrated 
recently when Wil- 
liam McCarty 
retired from the 
executive offices of 
Feltman & Curme 
Shoe Stores Co.and 
having a a 
competency plans 
Wiliam S. McCarty + remove to Cali- 
fornia and gratify an ambition of long 
ed to make his home in Los An- 
geles. 

Just at present Mr. McCarty is visit- 
ing friends in Indiana, where thirty- 
two years ago he began his shoe trade 
career in Stout’s Factory Shoe Store 
at Indianapolis. After similar connec- 
tions with Marott’s and Ellis-Ayres, 
he joined the Feltman-Curme organi- 
zation in 1911—first as manager of one 
of the F. & C. stores, and later became 
identified with the general manage- 
ment and buying for this concern. He 
has served in the latter department for 
the past nine years. Mac will be missed 
by a large circle of friends ‘who have 
long enjoyed and benefited from their 
contacts at his State Street office of 
this keen student of merchandise and 
merchandising methods. 


Enlarging Shoe Dep’t 


Tucson, Ar1z.—The shoe department 
in the Myers & Bloom clothing store is 


being enlar: to seven times its pres- 
ent size. Fine new fixtures are being 
installed that will make the shoe de- 
partment one of the most modern in the 
state. At the present time shoes retail- 
ing at $10 are being featured, but J. 
H. Schwab announces that a new line 
Eg at $12.50 and up is to be 





Bon Marche Opens 
New Shoe Salon 


LOWELL, Mass.—Under the direction 
of James S. Frank, shoe buyer of the 
Bon Marche Department store, this 
city, a new and attractive women’s and 
children’s shoe salon was _ recently 
opened on the second floor of its estab- 
lishment here, in double its former sell- 
ing space. For over ten years, women’s 
and children’s footwear for the ladies 
and the youngsters was sold on the 
street floor, but as the Bon Marche has 
the reputation of operating one of the 
finest women’s ready-to-wear apparel in 
New England, and this was located on 
the second floor, it was determined to 
include shoes in the upstairs showing. 
The men’s and boys’ shoe departments 
have been moved to a more prominent 
position on the street floor. The pop- 
ular selling prices in women’s shoes at 
this stoore are $8.50 to $10; although 
Brooklyn turns at $10 to $15 are in 
good demand. 


Open Fifth Store 


Tucson, ArizZ.—Rosenstein Bros. of 
Denver, Colo., opened the fifth of their 
chain of shoe stores here last week. 
This store is called “The Shoe Land.” 
While it features women’s Foot Savers, 
a popular-priced line of shoes for the 
family is carried. Stores now estab- 
lished are in Pueblo, Denver and Phoe- 
nix. It is planned to gradually work 
into other cities as soon as suitable lo- 
cations can be secured Herman Ros- 
enstein will be at the Tucson store 
most of the time. 


Reopen Fashion Store 


PORTLAND, ORE. (UTPS) — The 
Fashion Shoe Company have reopened 
their store at Fourth and Morrison 
Street. The store has been entirely 
renovated and redecorated after their 
recent serious fire. Manager Jack Po- 
rad says “business as usual,” and with 
this concern that means very, very 
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NOW READY 
APRIL CARDS 


Cards No. 2, 7, 8, 9, 10, 11, 12— 
(3 Colors—Blue, Orange and Black) 
Cards No. 3, 4, 6—(2 Colors—Black with Green) 


Recorder Show Card Service 
—a practical business | 


builder for shoe merchants ¢ 
—AND, is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. Ask us if your town is or may be open. 


Cards No. 1, 5, 13, 14—Special Color Arrangement 


SINGLE SHOW ¢ ne. 
CARDS PLEASE. 


Select any subject below by number 


Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 


TANS, in service 


No. 2—Fashion Note (Spring 


i gud ee eee chiffon— 
0. mps—. D ugh- 
ters. Youthful Mothers— : GENERAL 
No. 4—Step-Ins, Colonial new No. 5—Shoes for Spring 


interpretations— Summer— 


MEN’S 

No. 11—‘‘In Spring a young man's 
fancy’’— 

No. 12—For Men—Correct style, 
ete.— No. 
CHILDREN’S 

No. 18—All dressed up—thought- 
fully fitted here— 


for that party ?— 


store— 


service, etc. 


hat—we have your 
shoes— 


to m ts in towns only where there is not an annual 
card service member. 
WOMEN’S HOSIERY 
No. 1—Spring Styles. No. 14—We have the new SUN- 


and 


and 


No. 6—Evening—Need new shoes 
No. 7—The integrity of this 
No. 8—The honest shoe—least 
expensive article you buy. 

r shoes—good looks, 


long 
No. 10—You have your Spring 


N. B.—The privilege of exchange of current month’s cards 
is available to annual card service members who may find 
listed above card texts which better cover their merchan- 


dising program. 










SPRING 


STYLES 















(Black With Tulips in Color) 


Above illustrates one of April cards— 

distinctive and different. Sure to hold the 

window-shopper’s attention to the window 
trim. 














\ 


~ 
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Attractive 
Hand-Lettered 
Price Ticket 
Actual size, gold and 
teddish brown desi 
black figures—80 dif- 
ferent prices. 
69c to $17.50 


25c per dozen 
6 doz.— $1.25 
12 doz.—$2.25 
24 doz.—$4.00 
Check With Order, 
Please 


ss 


yy. 























Any prices wanted 25c to $22.50—Green Border 
Any prices wanted $1 to $9.95—Orange Border 








Printed Price Tickets 
All Regular and Clearance Sale. 








6-doz. odd lot 









12 doz.—$2.00 
24 doz.—$3.50 
12 each of 6 prices 85¢ 
12 doz.—$1.50 
24 doz.—$2.50 
1 doz. of one price 1%. 


Cash or stamps 
with order 
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14 interchangeable show card monthly service, all sales 
messages different, each month’s cards of different 
design and colors. 


10 card service $5.00 6 card service $3.00 


4 card holders 2 card holders 
100 blank price tickets 50 blank price tickets 


O/™ eles Select the ie al 


, Service YouW ish— 
for 30 Days— Then Mail Coupon 


Service 8 carde (7*x11”). 
Mail the Coupon 2 Art Card Holders. 
No. 1 100 Blank Price 


: Tickets. 
In the panel are brief de- $4.00 monthly (348.00 the year). 
scriptions of the several Service fo carde (70s11*). 
Services we offer. Select the No. 1-B ion Bete. 


ish. Try it for a Tickets. 
nae ag Then if ok are net $5.00 monthly ($60.00 the year). 


entirely satisfied, you simply JUNIOR Card Ht ¥ ot A et 
pay for the one month’s Service fram 


50 Bia k Pri 
showing of cards, at the low Tickets. ace 
yearly rate, the card holders $3.00 monthly ($36.00 the year). 


; Printed Price Tickets 
to be returned to us. Fair ont aun aie e —_ 
enough, you'll agree. Mail figures 
the coupon today! RF ov ot ix prices, — 
annual card service. 


J - A 


QPP F se ee SS SSS SSS SSS SSS SSS SSS SSeS 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Iil. 


Please enter our order for the Recorder “Selling 

Messages” card service No. for one 

year, isting of cards each month 

and art card holders, with the first month's 

service, beginning — = cards for April, for 

which we will — per year, payable 

per mon 

For cash in advance full year’s service, 5% 

discount. 

& cote be discontinued before cnpioation of order. 
= oe $1.00 per month additional for each 

pad s card service delivered.) 

We sell Men’s, Women’s, Children’s shoes, and 

hosiery. (Cross out lines not carried.) 


We prefer:—(gold) (silver) Card Holders. 

















Art Card Holder Base (above) 
Supplied free to annual card service A 
lined bottom Pa ty og Mh, if wish. Very 
tasty and attractive. You'll be proud of them  siongside 

your finest window fixtures. 





Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. Place following name on card holders 

(letter plainly) 


Printed Price Tickets:— 
g——_ §-——- §-—_—- §-—— §-— §—_ §-— §-— 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


Store name 


(April 6th issue) 
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Get in 
the circle of 
the merchandising 
cA, 
il has iN < Soule. 5 Mieke 
Sy , shoes will put 
: you there! 


fay a gre all beige, 
Ja n= ma — 18665 — In all beige, beige/green, beige/brown an 
om Kl ig Janie. = A 4 wiofee patent. a ace only. Sizes 2 to . 


only. 
DELIVERIES AT ONCE 
FROM STOCK 


Made entirely by hand on 
real American lasts. 
American sizes Ne pan igh mew tly Oe all beige, 
white/black, beige/wht “Wy Prices as low as $3.50 pom white ga" . Meath —. 


Delgerred. Widths Z “Be C. Sizes 2 to 8. Sizes 2 
WRITE FOR PRICE LIST 
AND SEND YOUR 
ORDER PROMPTLY 


JEFFERSON 


IMPORT Co., INC. pega oy ~ white, white/blue, watte/ 


MARBRIDGE BLDG. 
x hite/red, white/black . — 


FLOREDA,— 19874 — sred? ~=1328 BROADWAY, NEW YORK i aatorsifvrown, and aif over naturel feath: 


‘tan, ane 
write, belae/white.  W: ‘4, B, ©. ° er. In A, B and © widths. Sizes 2 to 8. 








THIS SHOE 
HAS BROKEN ALL 
SELLING RECORDS 
AT OUR FACTORY 


A $39 RETAILER 





[fy } 
+ | 
+—i_i_t) 


@ 


= a . 
— 
STEEL SHANK See 


ELEANOR TIE 
pe | uch Filta 


A to B and SHOE 


it Witt Ato Ba mee” COMBINATION LAST _ 


4 


ee 











No. B5224, Full Grain Tan Calf. Sizes 8 to 9. 
Widths B to B. . 


Price A to E, $2.75; EEE, $2.85 


MUSKIN SHOE COMPANY - 419 E. OLIVER ST., BALTIMORE, MD. 
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VVVVVVVVVVVVVVVVVY 
» FEATURE WELTS 


Retailing 
Five to Six Dollars 


IN-STOCK 


Ask for Catalog 


MADE WITH THE ARCH MOULDED COUNTER—AN EXCLUSIVE FEATURE 


No. 1540 


° 
DEVINE "EXNYUNGEL 
Shoe Manufacturing Company lat 
HARRISBURG, PA. \. S Retaiiler—= 
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Chairs are 


half 
the shop 


a aati, te 


MILWAUKEE CHAIR 


BOVE everything else, the shoe shop demands 
good chairs. It is one business where customers 

must be seated. 
Milwaukee Chairs, because of their beauty, comfort 
and utility, are waking up shoe stores everywhere. 
These famous chairs are making pretentious-looking 
stores out of the ordinary—creating better business for 
owners and greater satisfaction to patrons. 
The photograph above shows the store of C. A. Stevens 
& Son, Chicago. A beautiful store made more beauti- 
ful and attractive by Milwaukee Chairs. 
Dispense with your “tired-looking” chairs. Snap up 
your store—give it an air of distinction. Refurnish 
with Milwaukee Chairs. 
We will be pleased to give suggestions for the seating 
arrangement of your store and submit a variety of 
designs for your consideration, with cost estimates. 
There is no obligation. 


THE MILWAUKEE CHAIR COMPANY 
666 Lake Shore Drive, Chicago 


MILWAUKEE 
CHAIRS 


fine chairs 
a century 


Makers of 
for over half 
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U.B.P. Publications Broadly 
Cover the Following 
Industries and 


Trades 


Metal Trades 
Iron Age 
Hardware Age 
Hardware Age Catalog 


Textile 
Dry Goods Economist 
Dry Goods Reporter 
Drygoodsman 
Pacific Coast Merchant 
Dry Goods Reporter Wholesale 





Shoes 
Boot & Shoe Recorder 


Jewelry & Optical 
Jewelers Circular 
Optical Journal 
Jewelers Circular Buyers Direc- 


Automotive amy 


Automotive Industries 
Automobile Trade Journal and 
Motor Age 

Motor World Wholesale 
Commercial Car Journal and 
Operation & Maintenance 
Automotive Industrial Red Book 
Chilton Catalog & Directory 
Chilton Aero Directory and 
Oil Catalog 


Oil Field Engineering 
Petroleum Register 

Allen’s Superintendents Hand 
Book 














Toys 
Toy World 
Heating 
Sanitary & Heating Engineering 


Warehousing 
Distribution & Warehousing 
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A 
Worthy 
Background 


United Business Publishers, Inc., pro- 
vide a thoroughly substantial and well 
organized background for the publi- 
cations under their control. 


In addition to circulation advantages, 
every group maintains special services 
of infinite value to advertisers. 


You have only scratched the surface 
until you know what is available 


behind the covers, in the U. B. P. 


Your request will bring complete in- 
formation. 


Controlled by the 


United Business Publishers, Inc. 
239: West 39th Street New York City 


OFFICERS: 
A. C. Pearson, Chairman C. A. Musselman, Vice-Pres. 
F. J. Frank, Pres. Arnold L. Davis, Sec’y F, C. Stevens, Treas. 
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WHERE TO BUY 
Men’s Shoes 











NETTLETON 
Shoes of Worth 

A. BEB. NETTLETON CO. 
gw. W. COOK, 


President 
Syracuse, N. Y., U. 8. A. 
MER’S FINE SHOES EXCLUSIVELY 
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Steady Gains 
Are Shown in 
Shoe Imports 





January-February Shipments 
Increase 112 Per Cent 


Boston, Mass.—At a meeting of the 
New England Shoe and Leather As- 
sociation, March 27, at which Presi- 
dent Alfred W. Donovan presided, the 
shoe and leather tariff situation was 
discussed. It developed that importa- 
tions of foreign footwear into the 
United States during January and 
February of this year showed an in- 
crease over the corresponding two 
months of 1928 of 112 per cent in 
r—_—: while exports of American 
‘ootwear during the same period in- 
cr d 15 per cent in quantity. These 








80 STYLES IN STOCK 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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BOSTONIANS 














figures were cited as an additional 
reason for adequate protective duties 
on footwear as outlined by the shoe 
industry at the recent Ways and 
Means Committee hearings in Wash- 


ington. 

his rapidly increasing flood of for- 
eign footwear has ca’ renewed un- 
easiness in Lynn, Haverhill and other 
centers where women’s shoes are man- 
ufactured on a large scale, and the 
New England delegation in Congress 
is again being appealed to to bring 
pressure to bear upon the subcommittee 
of the Ways and Means Committee in 
charge of this matter. 

During the two months in question 
——— of boots and shoes totaled 931,- 
536 pairs, valued at $2,653,477, and in 
addition there were imported 158,136 
pairs of non-dutiable leather slippers, 
valued at $268,983. Shoes for women 
predominated in these se to Czecho- 
slovakia alone sending 657,398 pairs, 
valued at $1,586,350. 

It is figured by New England manu- 
facturers that if foreign shoes should 
come into this country at the present 
ratio during the next five years, an al- 
most fatal blow would be dealt to the 
women’s shoe business of the United 
States. 

The directors received reports of of- 
ficers and committees relative to cur- 
rent activities of the association, in- 
cluding a statement for the Hide 
Committee by Col. H. S. Wonson. The 
board also took ys ae hy action on 
the death of R. C. Jacohsen of Chicago, 
for many years publisher of Hide and 
Leather, and always an enthusiastic 
friend of the New England Shoe and 
Leather Association. 

It was voted to have the annual 
meeting of the association on Wednes- 
day, April 24, at noon, at the 
Chamber of Commerce Building, the 
program to be arranged by President 
Alfred W. Donovan and Secretary 
Thomas F. Anderson. The business 
































































L 
rect 
EVERY WEEK + 
each 
meeting will be preceded by a lunch- he 
eon, and the program will include a in sa 
discussion of several subjects of inter- roote 
est to the shoe and leather industry, fully 
including the general business and the 1 
credit situation. The Nominating Com- urati 
mittee is Messrs. Everett Bradley of not 3 
the Bradley-Goodrich Co., Haverhill, trade 
Mass., Maj. Charles T. Cahill of the Sty 
United Shoe Machinery Corp., and Ed- eral 1 
win T. Cady of Griess-Pfleger Tanning shoes 
Co. late. 
— black. 
5000 Shoe Repairers ae 
Visit Chicago Exposition pte 
Cuicaco, ILL.—Eighty-five exhibits The 
were displayed at the second annual oratio 
convention of shoe repairers and deal- colors 
ers held March 18, 19 and 20 at Hotel vamps 
Sherman, Chicago. colore 
The exhibitors showing their prod- head 
ucts in the mezzanine and exhibit hall est, ne 
spaces reported excellent business in effects 
items extending from machinery equip- has bo 
ment to finders’ leather; many of the the va 
leading tanners and most of the makers The: 
of repair machinery as well as the too, ar 
leading rubber heel manufacturers or bri 
showing their wares. Fabric 
The executive committee of The a doub 
National Leather and Shoe Firders’ are av 
Association met in Chicago the week cut of 
of the convention and finders’ jobbers of the 
from California to New York were in New 
attendance. Canada and the Philip- leather 
pines were well represented. heels 
It is estimated that five thousand as well 
repairers visited the convention. From say le 
Iowa, Indiana and other adjacent leather 
States busloads of delegations came too. Ti 
in over the hard roads. A sleeper load erable 
of Cincinnati shoe repairers came by _ b 
rail and other delegations came in ol Col 
parties of two or more. g ard i 
_ The shoe rebuilders social organiza- weden 
tion of Chicago started the convention boo 
program the evening of Sunday pre- — ’ 
ceding the opening, March 18, with a id 01 
reception in the grand ballroom of the said the 
“Sherman” with an attendance recorded going wv 
of 2971 tickets taken up at the door ingless. 
Three thousand “jobs” of shoe re- t is 
pairing were entered in the contest to pee 
determine the Songicn shoe repairers f styl 
of America. The Zinke Shoe Repair ff jo” Sep' 
Co. of Los Angeles captured first prize. It i a 
Sixty prizes and two hundred awards teal fine 
of merit were assigned to other con- ier 4 e 
testants including prizes to James they jm 
Caliguri as Chicago’s champion shoe will * sa 
repairer, while the Milwaukee palm ular al 





was awarded to The London Hat 
Cleaning and Shoe Repair Shop. 
Among the features of the conven- 
tion program were film presentations 
by the Seiberling Rubber Co., Akron, 
Ohio, American Oak Leather Co., Cin- 
cinnati and the American Leather 









Producers Association. New Y 
Considerable effort was exercised at port Cor; 
the Chicago show to discourage repair American 
shops from handling new shoes, the tiaux & E 
repairers being urged to confine their lity k 
€rson Be 





efforts to rebuilding shoes. 
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Styles and Colors 
In Lynn Shops 
Many and Varied 


LYNN, Mass.—Makers here are di- 
recting their attention to styles for late 
spring and early summer, keeping their 
eye on the calendar all the while, for 
each holiday, at this particular period 
of the year, brings its requirements for 
new styles, and its prospects for gains 
in sales. A sentiment, now more deeply 
rooted than ever, is that the more skill- 
fully the styles are played and timed 
the larger the sales will be. The sat- 
uration points for style and novelty has 
not yet been reached in the women’s 
trade. 

Styles continue well spread out. Sev- 
eral firms report good orders for white 
shoes. Patents have gained some of 
late. Shoes are rarely all white or all 
black. The tendency is to use smaller 
trims and more colors, so that, for in- 
stance, one may find a patent or a 
white pump trimmed with three or four 
illuminating colors. 

Then there are such fine bits of dec- 
oration as the sewing of a mosaic of 
colors on a vamp, or adorning the 
yamps and quarters with tiny pieces of 
colored leathers in the Indian spear- 
head patterns. The new trims are mod- 
est, not bold. A variation on punched 
effects is found in one line of shoes that 
has both large holes and small holes in 
the vamps and quarters. 

There are plenty of colors, and these, 
too, are modest, excepting for some bold 
or brilliant, like high tones of red. 
Fabrics are in active demand. Beyond 
a doubt, more materials, of fine quality, 
are available than ever. But it is the 
eut of the pattern, as well as the power 
of the color, that makes the style. 

New samples of shoes with heels of 
leather are being made up, and the 
heels have a new brilliancy of finish, 
as well as a new style. When makers 
say leather heels, they include also 
leatherboard heels, and fiberboard heels, 
too. There has been of late a consid- 
erable improvement in the quality of 
these boards, and a lessening of prices, 
for competition between makers of 
board in this country, Germany and 
Sweden tends to force down prices. 

Lynners continue to look to their 
linings, though a recent fashion report, 

on observations at winter resorts, 

Said that only one in 150 women were 

ing with both feet and legs stock- 
ess. 


t is again noted that makers and 
merchants are starting early on their 
fall styles, and some samples of shoes 
for September sales are already being 
tested in the factories. 

It is also noted that the makers of 
teal fine shoes are more cautious than 
ever in displaying their samples, for 
they fear that their high-grade models 
will be too quickly copied in the pop- 
wlar price lines. 


Get Kid Agency 


New York, N. Y.—The Jefferson Im- 
Corporation has been appointed 
rican representative for R. Sar- 
tiaux & E. Basset, tanners of very high 
lity kid leather, according to ‘Jef- 
Bender of the Jefferson concern. 





John Bush Heads 


Shoe Association 


in St. Louis’ 


St. Louis, Mo.—At a meeting of the 
St. Louis Shoe Manufacturers and 
Wholesalers Association at the Hotel 
Statler, held March 29, the following 
officers were elected for the coming 
year: 

John Bush, Brown Shoe Co., presi- 
dent; first vice-president, C. A. More, 
Chouteau Shoe Co.; second vice-presi- 
dent, Carlos Reese of Roberts Johnson 
& Rand Shoe Co.; treasurer, A. G. 
White, Brown Shoe Co. 

The board of directors includes P. B. 
Jamison of Friedman Selby Shoe Co.; 
J. T. Pedigo of Pedigo Weber Shoe Co.; 
H. G. Johansen of Johansen Bros. Shoe 
Co., and H. V. Stephens of Johnson 
Stephens & Shinkle Co. 


Cincinnati Output 
Slows Down Seasonally 


CINCINNATI, OHIO—Shoe manufac- 
turers were very busy through the Eas- 
ter season, but production was slowed 
down around March 15. A fairly nice 
volume of business has been booked for 
May and June delivery, and salesmen 
on the road are confident that mer- 
chants will start placing orders for the 
season’s requirements as soon as they 
can tell definitely just what they will 
want. 

Jobbers and in-stock departments re- 
port business exceptionally good. A 
large part of the mail orders coming 
in are for light-weights. The hottest 
March weather experienced in this sec- 
tion in eighteen years was felt the last 
week of the month, causing merchants 
to turn their thoughts to hot weather 
footwear. 

There is a good demand for whites, 
as shown by orders being booked for 
April 15 to May 15 delivery, and the 
demand for black kid is on the increase. 


Gilbert Enlarging Plant 


THIENSVILLE, WIs.—The Gilbert Shoe 
Co., makers of Kalis-ten-iks for chil- 
dren, are now building an addition 


125 ft. in depth to their present plant 
at Thiensville. A. P. Gilbert, presi- 
dent of the firm, is planning a further 
50-ft. addition to be made later on the 
second floor of this plant. He antici- 
pates running the enlarged plant full 
force from the start, as he has done 
with the present facilities throughout 
the past year. 


New Firm Starts 


LyNN, Mass.—Republic Shoe Co., in- 
corporated recently with a capital of 
$60,000 is starting to make novelty 
McKays in the Vamp Building, having 
taken space formerly used by the Capi- 
tol Shoe Co. 

This new concern is made up of 
Abram Lyons, who was formerly treas- 
urer of the Capitol Co., Samuel Ross- 
man, who was formerly president of 
= Federal Shoe Co., and Abraham 

rown. 
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Men’s Shoes 
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WOOD SOLE SHOES 


. H. RIEMER 
SHOE CO, 
Manufacturers 
since 1887 
Milwaukee, Wihs., 
U. 8. A. 











K If; BUSINESS a WANTED SELL- 
S  @z>- 


Soc er om ma’ a 


sink ke Bila "*.9¢ aon neese/snc naa sad 
BION F-REYNOLDS CO™ BROCKTON MASS 


WHERE TO BUY 
Men’s & Women’s 
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PARISTYLE FOOTWEAR MFG. CO., ING 
Factory and Salesrooms 
40-46 West 25th St.. New York City 








WM. SUMNER SMITH 
825 W. Moeures, Obleage 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Women’s Novelties 
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HAND TURNED, BLACK KID 
BALLET SLIPPERS 
IN STOCK 


Women’s, $1.36; Misses’, $1.30; Children’s, 
promptly 


$1.25. Mail orders attended to 
Send for Samples 
ROTH & BROSENBERG SHOE CO. 
124 N. tes hia 











@ Oe ee Sat 

















Ladies’ pr. 

Misses’ pr. 

Ohild’s pr. 
BLOG SHOE INO. 

147 

New York, N. ¥. 
Black Kid 

BALLET SLIPPERS 


Made on Right and Left Lasts 
i 6 1.40 1.35 
Seow is 136 Lae 
Coast Prices Slightly 
BROOKS SHOE 
MFG. CO. 


Philadelphie— 
1726 No. 6th Bt. 
Les Angeles—1162 So. Hill St. 







stock 








WHERE TO BUY 


Store Fixtures 








/ ‘vets Co. 


Women’s Shoe Factories 
Continue to Be Busy 


Boston, Mass.— Women’s novelty ‘ 
shoe factories in and around this city 
are exceedingly busy, making for May 
and June, as well as for immediate de- 
liveries. Several of the factories are 
operating at capacity. Men’s factories 
report a steady business. Children’s 
factories are busier than for several 
weeks past. 

One small concern in an outlying 
district, making women’s McKays, has 
recently increased its floor space, and 
its output, to 75 cases daily, principally 
on colored kid. A concern in the city 
proper is working to capacity making 
2000 pairs daily of women’s medium 
grade McKays for the retail and chain 
store trade. Watersnake and colored 
kids lead the demand in the shoes being 
turned out at the factories, as well as 
at wholesale houses; embossed water- 
snake is on call for some of the less- 
expensive lines. 

Straps and ties, as well as many 
plain pumps with short vamp, and 
22/8 to 24/8 spike heels, are popular 
sellers. Patent leather ties, usually 
with a trim in contrasting color, or in 
the same color, but different leathers 
at shank and at throat, are noted in 
the showings in sample rooms; plain 
patent leather pumps, one-straps, and 
ties, with cut-outs at the lace stays, 
are in steady demand. Center buckles 
are the usual decoration and closing 
device specified on the one-strap styles, 
although some of the wide one-straps, 
with rather large side buckle are shown 
in the colored kids. ; 

In sport numbers on the medium- 
priced women’s welt shoes, the crepe 
rubber and gristle soles are active 
sellers; in men’s sport shoe numbers, 
the colorful composition sole is the 
favorite, although spiked soles are in 
excellent demand from many dealers. 
Black and golden brown kid have shown 
much activity; blue kid continues popu- 
lar. Black and brown suedes have in- 
creased in demand. 





Woodman Heads Club 


HAVERHILL, Mass.—Fred W. Wood- 
man, formerly of the F. E. Leavitt & 
Co., shoe manufacturers, this city, but 
now retired, was recently elected to the 
presidency of the Pentucket Club, this 
city. Mr. W , for over 25 years 
prominently allied with the local indus- 
try, is a v popular clubman and 
oa. e assumes the director- 
24 of the local club with the best 

es of his many business associates 
and intimates. 


Shoe Man Gets Patents 


Satem, Mass.—Frank B. Ballou of 
Wooleather, Inc., makers of slippers of 


Lake, a mac is 
. The invention 
ined to the Standard Prod- 
of Salem. 








Big Stitchdown Production 





Morris Zacharaff 


NEw YorK, N. Y.—Production of the 
Jackson Shoe Manufacturing Company, 
692 Broadway, producers of children’s 
stitchdowns, has reached 5000 pairs 
daily, according to Morris Zacharaf, 
president, who established the concern 
three years ago. 

The entire output of the concern is 
sold by three salesmen, who have be- 
come known to the trade as the “Three 
Musketeers.” 

Al A. Epstein, the most recent ac- 
quisition to the organization, is widely 
known amongst the large volume buy- 
ers of shoes, having covered this trade 
throughout the country for the rast 
fifteen years. He is in charge of sales 
in the Southern and Middle-Western 
States. I. Sundell gives his time and 
attention to the trade on the Atlantic 
Seaboard and Ben Schachter, at one 
time a successful Canadian wholesaler, 
covers Arizona, Texas, the Coast, the 
Northwestern States and the Domin‘on 
of Canada. The Three Musketeers are 
leaving for their respective territories 
this week. 


Change Name to 
Harry T. Wright Co. 


ROCKLAND, Mass.— The Harry T. 
Wright Co., Inc., is the new designa- 
tion of the company formerly the Al- 
den, Walker & Wilde concern which 
moved from East Weymouth to a part 
of the Emerson Shoe Co. plant a few 
weeks ago. The new company has been 
incorporated with a capitalization of 
JOR Incorporators are A. E£. 
Rankin of Wellesley, Harry T. Wrizh‘ 


of Rockland and Courtney C. Scot of 


Weymouth. 


—__—— 


M. E. Gorman Dead 


Peapopy, Mass.—Michael E. or- 
man, sales mana for Thomas J. 
O’Shea, Inc., leather manufacturers, 
died last week, age 63. He sold leather 
on the road for many a traveling 
for the Columbia Lea Co., Baker 
& Kimball and other Boston conc: rm. 
He was a man of large heart, mind and 

, and was a welcome visito: ‘ 
many shoe fa 
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Returns to Askin & Marine 


CHATTANOOGA, TENN. (UTPS)— 
Cc. L. Foster, manager of Askin & 
Marine Co., announces that C. L. 
Gregory, for many years manager of 
the local store of this firm, but more 
recently in charge of the United Credit 
Shoe Co.’s chain of stores, has been re- 
appointed manager of the store at 904 
Market Street. 


Patent and White 
Gain in Haverhill 


HAVERHILL, MAss.—Easter shipments 
were made punctually by local manu- 
facturers, despite local handicaps that 
restricted early season production. 
Shoes were in the hands of the mer- 
chants in ample seasen for Easter- 
trading. Production holds up well with 
immediate business promising to keep 
the plants busy for several weeks. 

The light kids are giving way some- 
what to patent, with whites showing 
up in limited amount. Black patent 
is due to run strongly from now on 
and figures conspicuously in every line. 
Patent in combination with kid is also 
a favorite. Sandals and one-strap 
numbers, also the light, cut-away pump 
numbers are being featured for late 
Spring and Summer. 


Style Committee Named 


New York, N. Y.—John C. McKeon, 
chairman of the style committee of the 
National Boot & Shoe Manufacturers 
Association, has named the following 
to membership on his committee to 
serve at the annual fall styles con- 
ference of the allied trades, to be held 
Fe Hotel Astor, New York, May 7 
and 8: 

Harold C. Keith, Jay Otis Ball, Her- 
man Meyer, E. F. Abbott, = my? W. 
Cook, A. J. Sweet, Elmer J. Bliss, 
“rank S. Farnum, Everett Bradley, A 
N. Blake, Herbert T. Drake, Edward 
C. Hyde, Howard V. Stephens, Frank 
Payne, Maurice Wright, Fred L. 
Emerson, W. Baker, Jr., W. A. 
Dixon, A. F. Bancroft, Paul O. Mac- 
Bride, Raymond P. Morse, John R. 
Garside, Neill Overman, Oliver P. De 
Ridder, John G. Holters, L. W. Proc- 
tor, L. S. Roth, and Roger Selby. 


Reaching the 
Volume Buyer 
[CONTINUED FROM PAGE 55] 


Following each performance, a Jor- 
dan (Marsh representative met any 
who cared to in the grand lounge, of 
the theater and dispensed information 
as to prices and the departments in 
which the exhibited costumes could be 
oe. Style advice for the in- 

idual also was given and material 

the yard was shown for the benefit 
woman who makes her own 
clothes. This also served as valuable 
advertising for the pattern department 
of the store. 

All in all, it was a complete mer- 
chandising effort, minus only the sale, 
and accomplished in a colorful manner 
with appropriate setting. Sales in the 
store, during and after the week of the 
show, showed an increase in nearly 
every department. 














Bradley Plans Forming 
of N. E. Style Council 


HAVERHILL, Mass.—Everett Bradley 
of the Bradley-Goodrich Co., Inc., this 
city, who was recently elected chair- 


man of the style revue committee, for | 


the New England Shoe and Leather 





Fair to be held in Boston in July, is | 
planning the formation of a style coun- | 
cil for the development of styles in | 


New England-made footwear. 
Mr. Bradley, himself a 


leading | 


stylist, recognizes the big part style | 


plays in the merchandising of modern 
footwear and seeks to stress this im- 
portant factor. The proposed council 
will be made up of the leading stylists 
in New England who will direct their 
efforts to maintaining a leadership in 
shoe-styling. Style staffs are seen as 
essential to every well-organized shoe 
factory and many shoe men see the 
need of subscribing to the services of 
style specialists and fashion makers. 


New Haverhill Ass’n 
Now Being Formed 


HAVERHILL, Mass.—After a lapse of 
three months during which time the 
members of the local shoe industry have 
been without a central organization, 
the Haverhill Shoe Manufacturers’ As- 
sociation has again come into being. 
With a nucleus of over 30 representa- 
tive firms a new organization is in the 
process of formation, with every in- 
dication that the new body will be 
the most efficient ever to represent the 
industry. 

An organization committee is now at 
work and report that they hope to re- 

rt a 100 per cent membership of local 

rms at an early date. The definite 

plans and policies await the report of 
this committee, when the shoe men will 
proceed to elect officers. 


New Shoe Stores 


Pied Piper Shoe Store, 225 Hogan 
Street, Jacksonville, Fla. 

Hartley’s, Inc., Frisco Avenue, 
Clinton, Okla., shoe department. 

Foot Saver Shoe Shop, Fifth Ave- 
nue, between Forty-seventh and Forty- 
eighth Streets, New York City. 

Fraser-Paterson Co., Seattle, Wash., 
children’s shoe section. 

Schwartz & Grodin, Twelfth and 
Broadway, Oakland, Cal., men’s shoe 
department, George DeVoll in charge. 

urphy & Hudson, general line shoe 
department at Donough’s Department 
Store, Berkeley, Cal. 

Christie’s English Shoes, Inc., 1431 
Fourth Avenue, Seattle, Wash., men’s 
shoe department. 

C. H. Baker Shoe Store, Morrison 
and Park Streets, Portland, Ore., wom- 
en’s shoe department (replacing men’s 


shoes). 

Eddy’s Shoe Store (Albert Clerc, 
Propr.), 1697 Acushnet Avenue, New 
Bedford, Mass. 

Sarota Shoe Stores, 387A Spring 
Street, Boston, also at 64 Cross Street, 
Boston. 

Davis & Morin, 12 Main Street, 
Bristol, Conn. 
Clyde’s, 85 Summer Street, Boston. 


| 
| 
| 
| 


| 
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WHERE TO BUY 
Wooden Beach Shoes 
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On Approval—Wooden Sandals 


To convince you we 
will send you one dozen 
assorted on approval. I)- 
lustrated folder mailed 


on request. For women in 


Ne. 400— 

8 assorted am. Cuban 
GOLD SEAL heel, modernistic Sos 
536 Broadway, N.Y. Re. 500—Same with «‘e 
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WHERE TO BUY 
Slipper Supplies 
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POMPOMS AND ROSETTES 
The right merchandise at the right price. 
Samples sent on request. 
BY-GRADE SLIPPER SUPPLY ©O. 
G08 Broadway New York City 
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WHERE TO BUY 


Dancing Taps 
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Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. At 
once delivery. 
Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave., Eagle Rock 
Los Angeles, California 








New Dallas Shop 


DALLAS, TEX. (UTPS)—The Sterling 
Shoe Store is one of the newest and 
most exclusive footwear establishments 
in the city. The company is carrying 
a complete line of women’s footwear. 
Al Davis is manager of the establish- 
ment. 


Emerson Closes Store 


MINNEAPOLIS, MINN. (UTPS)—The 
Emerson Shoe Store offers its lease for 
sale at 40 Sixth Street, South and is 
closing out every pair of shoes in the 
house, preparatory to discontinuing the 
Minneapolis store. The stock is being 
closed at $3.45 per pair. 
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Spanish and box heels. Black kid very good and a few 
high colored kids are being sold. Men’s business evenly 
split between tans and blacks. We are anticipating a 
large demand for men’s sport shoes. 


* * * 


The Best Ever 
RicuMmonp, Va. (F. W. Dabney & Co.)—Easter busi- 
ness the best ever. Best patterns straps and step-ins. 
Best colors suntan, and stone, also navy blue. Black 
also very good. 


* * * 


Record Breaking Easter Week 


Hartrorp, Conn. (Joe Armstrong, Buyer, Manning- 
Armstrong Co.)—Easter week, 1929, beat all other 
weeks of this year, and greatly exceeded our trade for 
the entire month of March, 1928. (We have been in 
business here a little over a year.) Watersnake com- 
binations in colors predominated in our $10.50 and $12.50 
grades. For instance, an orchid, or yellow, or green, or 
gray, or purple, or powder blue, watersnake vamp, with 
kid quarter in a corresponding shade ; watersnake vamps 
and patent leather quarters were also popular combina- 
tions. The principal patterns selected by the public 
were: one straps, fancy ties, and opera pumps, with high 
Cuban heels. 


* * * 


Reptiles Lead Easter Week Sales 


Boston, Mass. (The Thayer McNeil Co.)—Very 
good Easter business. March, 1929, has gone ahead of 
March, 1928. Reptiles are the best sellers, especially in 
combination with light colored kid-asymetric trims on 
vamps, defined with gold and silver kid, and also in 
colors to match vamps were among the numbers in good 
demand. The high Cuban heel prevailed in the models 
selected by the public. Straps led the call, with many 
ties, and opera pumps, in neutral colors, as well as in 
dark blue; black snake, with fancy throat trims, as well 
as dark blue and powder blue lizards were popular 
numbers. 


* * * 


Eleven Per Cent Increase 
SparTansurc, S. C. (Wright-Scruggs Shoe Co)— 
Business during Easter week very good, showing in- 
crease of 11 per cent over Easter of last year. Straps 


rst Baying 


[CONTINUED FROM PAGE 58] 
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by far the best pattern; then ties and step-ins. Light 
colored kids lead, followed by patent and black kid. 
Satins slow. Men’s business still lagging. 


x * * 





Better Than Last Year 


Kansas City, Mo. (Robinson Shoe Co.)—Owing to 
early Easter it is difficult to make comparison with last 
year but business was better. Blacks come first; colors 
second by close margin. Straps and pumps best patterns. 


* * * 


Sport and Woven Shoes Strong in Arizona 

PHOENIX, Ariz.—Forty thousand Eastern and North- 
ern visitors here give a countrywide flavor to the pre- 
Easter shoe selling. Easter week weather has been 
normal with the thermometer well above the eighties in 
shade, hence the preponderence of sport shoe sales. 

Ed L. Williams sums up the situation in saying “This 
spring’s retail shoe business has been just wonderful 
here.” In the high grade shoes everything in colors is 
selling with the suntans strongest, then the high colors 
in both kid pumps and American woven sandals. 

All stores agree with Fred E. Cooley in that white 
shoes were a flop. Reds and blues were very good with 
him as were the light weight and colored calf sport 
shoes. _Indications are woven sandals will double last 
year’s phenomenal sales. 

Raymond Callanahan of Korricks says “the high grade 
hotel trade went wild over woven sandals in all color 
combinations. In street shoes sands and French beige 
led, while mat and glazed kid were outstanding in the 
black field.” 

C. W. Godman confirmed the foregoing. The best bet 
in the Studio Bootery was a woven kid three eyelet 
oxford in the light tan and color combinations. 

Tribby’s reports a dove gray lizard proved a knock- 
out. 

E. M. Lynn, of Goldwater’s, and others found un- 
expected strength in meerschaum. 

In the popular priced field there was a close race 
between the high colors and the sands according to Lacy 
Bros., Given Bros. and The Fair. 

H. L. Miller of Hanny’s, reflect the opinion of the 
men’s trade in stating a 50 per cent increase in sport 
shoes is confidently expected this spring. He is showing 
twenty-one different sport types in punched numbers. 
toyas, bucks and woven oxfords. A ready sale on all 
kinds is being experienced throughout the city. 
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ith A 
com bination: patent “C. 


Counsellors in Ornaments 
The Bowcraft Company has been 


“Counsellors in Ornaments” 
by many of the leading stylists and 
surely this title is well deserved. 


It is the policy of the Bowcraft Com- 
pany to originate ornaments that trans- 
form slow moving staple shoes to fast 
selling style creations. 


The Bowcraft Company 
lors in Or 


No. !-—This attractive bow, with holder, is in stock 
in black patent with silver edge; brown kid with 





kid = parchment edge; water. 
tent edge. Other combinations as 96 Fifth Ave. 





parchment edge; water-snake calf and patent edge. 
Other combinations as desired. $6.00 per dozen pairs. 


New York 














IMPORTED 
ENGLISH BOOTS 


IN STOCK 


Boots made by England’s 
Finest Bootmakers. 


The largest stock and variety 
of imported Riding, Field, 
Aviation and Jodhpur boots 
in the United States for IM- 
MEDIATE SHIPMENTS. 
Priced from 


$12.50 to $30.00 
per pair. 


Write for 
descriptive 
catalogue 


COLT-CROMWELL CO., Inc. 
Established 1899 


1239 Broadway New York, N. Y. 














YOU°LL SEE GREGORY BOWS 
ON THE SMARTEST FEET? 


OME of the apoes fashionable New York shoe 

At Seana and sh one are now showing Gregory 

ations. Gregory offers the shoe manufacturer 

— the retail shoe merchant the latest ornamentation 

for women’s style shoes—acting as ornament style 
counsellors. 





Styles by GREGORY 


challenge comparison, in Qual- 
ity, Workmanship and Price. 


By Gregory 
No. 502—Can be had in any conceivable combi- 
nation of leathers. Price $7.00 per dozen pairs. 


This bow has taken the country by storm. 
Fits right over the vamp of a shoe. 


Illustrated above is but one of the Cregory originations in 
vogue for Spring and Summer models. A very large selec- 
tion to choose from. 


We are always glad to send a trial 
order of samples for your approval. 


RAPID DELIVERY ASSURED! 


GREGORY 


ORNAMENT COMPANY, INC. 
225 BUFFALO AVE. BROOKLYN, N. Y. 




















3K 
We're Always Glad 
to make Greeley Boudoirs 


better known by means of 

samples and prices. In 

fact, we take pride in show- 
ing their unusual style 
and perfect workman- 
ship. 


Why not write your 
jobber, or us, today? 


A. Ww. GREELEY 





12 Duncan 58 Haverhfil, Mass. 
pe 78 ‘Lancoin Street ww, 
Ovrrine an Mr. Cane yd 





—HOTEL VICTORIA 


Newbury at Dartmouth Street, 
Copley Square, Boston, Mass. 


Quiet, refined and homelike. In the heart 
of the Back Bay. Telephone in every suite. 
(Rates $3.00 per day and upwards.) The 
Victoria has been noted for many years for 
its unexcelled cuisine. Its Restaurant and 
Grill are features unique in themselves. 


LOUIS P. LaFRANCHE, Managing Director 
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POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 


OTHERS 
Ze per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 








ALL 








Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Screet, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 














SALESMEN WANTED 















SIDE-LINE SALESMEN 


SHORT, SNAPPY MEN’S LINE, IN STOCK. Smart City Styles to retail 
at $4, $5, $6. Will appeal to live stores. Can be carried in 1 tray. Com- 
missions paid weekly. Territory open in Penn., New York, Ohio, Indiana, 
Illinois, and a few other States to salesmen with non-competing lines who 
travel territory closely, selling best stores. State territory you cover, line you 


now carry and give references. Address 
Salesmanager FEATURE SHOE CO. Lynchburg, Va. 























Salesmen Wanted for Adrian X-Ray Shoe Fitter 
These Good Territories Still Open: 





East 
rado, 


ana, Mich 
tral Illino 


Texas, 


SALESMEN WANTED 


Live men with established trade 
in the following territories: Louisi- 


Northern and Cen- 
‘Iowa, Pennsylvania, 


Nebraska and 


Colo- 


to sell one of the fastest 


th 
lars in first lette: 
FASHION SHOE CO., Inc. 


lines of women’s extreme novelty 


a full particu- 


1412 Washington Ave. 
St. Louis, Mo. 


















































Michigan and Ohio, New York City. 


Alabama, Georgia, Florida, North and South Carolina. 


Use of X-Ray Shoe Fitter growing rapidly. 


Used and endorsed by leading shoe merchants, such as Geuting, Brouwer, 


Filene, etc. 


We furnish leads — Liberal cammissions. 
Give age—+selling experience—references. 


Marshall Field, 


X-RAY SHOE FITTER, INC., Box 92, Milwaukee, Wisconsin 








To travel in the States of Ohio, 
isconsin, Mich- 





WANTED EXPERIENCED 
SHOE SALESMEN 


4 








M 
8 
Sh retailing at % and $6, and nesota. This is a fast selling 
wu: an old and reli- line of shoes priced to retail at 
ee ee hak Se ut eamens bx ther: 
If not a lucer do not unity Sor earn: Or sales- 
Be aise, Dromone connection, | | APwing in Sheng testonen When 
ments, etc. 
2 repivine ive fenerenens cal Sate 
ress 
pap pas ae emoes movin Boot and Shoe Recorder, 80 Federal 
LYNCHBURG, VIRGINIA. St., Boston, Mass. 


WANTED 


Salesman, familiar with selling 
women’s medium grade McKay 
shoes to wholesale trade. For the 
t man, a good position is + = 
hoe 


righ 
Apply 
Recorder, 80 Federal St., Boston, 


















WANTED—Salesman (Gentile) 
For New yan. Pennsylvania, Connecticut, 
Rhode Massachusetts to 


plished Infant’, Chi 

































ANTE 
WAT line of 
fae Ng 

other 
references in first letter. 


D—Salesmen to as 
peas 
Commission “gage 
ideas , care 
Boot and Shoe Recorder, 80 Federal St., Bos- 


men to 
carry our, Hine of egt 
fover same cose by auto "Give cation ton, Mass. 





east .- Bay ent received. Siew, Kosta 
now selling line. Stylish 
en). Se York Sc, aE a care, Bost Sk, 3 












fomen’s novelty shoes of better ney 
from instock for Ivania, Bal re, 
and New York. Commission 









MERCHANTS SHOE COMPANY 
57 Lincoln St., Boston, Mass. 










Address 
cooder. 80 Federal Be. 
Site, Ever to ) cae one Ballet slipper sam 


ler handies ballets. Ver) 
ae — Haverhill Ballet Co. 
veri Mass. 


WANTED-—Salesmen to sell as a side line 
on Men’s and Women’s Ridin: 
Beots, carried in stock. Now sell many o! 
Country’s. best Give ence anc 


line Geded Abies S44, cxre Box 


Shoe Recorder, 80 Federal St., Bost 
on 






































Madis« 


AN 

ST 
let me 
line of 
strictly 
chain 
thousar 
farmin; 
capital 
thousan 























— 
m 
Chicago, 
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The « 
Recorde 
source ¢ 
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~  §ALESMEN WANTED 


ANCING SHOE LINE—Wants traveling 
D’ salesmen to carry as a side line. 10 per 
cent commission, settlement monthly. Credit 
iven om repeat business. Nationally adv., 

ler co-op. Ideal for cities 25,000 up. A 
sweet proposition. Address B-54, care Boot & 
Shoe iene. 189 West Madison St., Chicago, 
—e 
Sal .ESMAN—Pittsburgh, Western Pennsyl- 

ania, Ohio; one who can sell iarge line, fast 
stepping, best known, fast sellers, popular 
price ladies’ novelties from must have 
auto. Corres lence confidential. A. Schwartz 
& Sons, 20 orFourth St, Philadelphia, Pa. 








BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 











doing this successfully for . years? 


Strict confidence assured. E. Bur 


. . 





Union. This proposition a ay post 


MANUFACTURERS OF WOMEN’S SHOES 


Hoste you be interested in having your line styled and sold in New York by a man who has 
years designing, manufacturing, and selling 

ee Shoes in New York, has given me a wide personal acquaintance with over 150 
buyers in and around Greater New York, also with many buyers from every state in the 
bilities and would be well worth investigating. 
8600 80th Street, Woodhaven, Brooklyn, 








WANTED TO PURCHASE 


MERCHANTS’ NEED 











POSITION WANTED 


posiTION WANTED—Manager and buyer 

shoe store in Middle West, ten years ex- 

= ience in exclusive shoe store. Married and 

thirty-three years old. Have sales record that 

aks for itself. Can furnish A-1 reference. 

Kaiceas B-47, care Boot and Shoe Recorder, 
Federal St. Boston, Mass. 





TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 





BostTION wanted ‘as shoe buyer or assist- 

nt. Have handled two million dollar propo- 
sition successfully. 15 years’ experience; am 
32, married. Willing to leave town. Address 
B-56, care Boot & Shee Recorder, 239 W. 39th 
St., New York City, N. Y. 


ASSISTANT BUYER desires connections 
with a volume buyer. Has ten years of 
extensive retail experiencce as salesman, man- 
nd assistant buyer. submit good 
referencees. Address B-57, care Boot & Shoe 
Recorder, 80 Federal St., ‘Boston, Mass. 


POSITION WANTED as eg buyer, man- 
ager or merchan man; 38; married. 


Can sive the best of reference. * Address P. O. 
Box 444, Du Bois, Pa. 











LINE WANTED 


shoe salesman with 
icago territory buy- 
with manu- 





HAXD-WORKING 
standing 


Madison St., Chicago, Ill. 


WANTED, CONNECTION WITH CHAIN 

STORE—Manufacturer or 

let me operate under their name handli 

line of men’s, ladies’ and children’s s 

strictly cash basis with one price to ¥ 

chain here. approximatel 

thousand, ne coriety mostly 
amy oe BY yg wcly tour 

capital in stoc imately four 

thousand. — get the nlp os 

y line i. shoes. Write at Sg adress 
52, care aa > Shoe Recorder, 80 Fed- 

eral St., Boston, Mass. 








FOR SALE 


(CASH REGISTER—Five drawer National, 3 
years old and in ect condition. uit- 
ting business. Zepp Ce., Massillon, Ohio. 








FOR RENT 


7 dete es for — established Guly 


ring an 
Write 7 liyera.: $530 C Center iy Peet 








WANTED TO PURCHASE 


WANTED—To pur purchase used 
machine. N’ 's Bootery, sai y A = 
Chicago, Til. 

















HIGHEST CASH PRICES 
PAID 


for shee fam, ed Fe Ry Shert term 
leases taken ransactions confidential, 
Est. 1890. 


MAX GLAUBERG 
564 Lispenard St., New York City 
Canal 8014 








Quick Cash Buyers 
Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand &t. New York City 
Dry Deck 0352 














MERCHANTS’ NEEDS 











Beautiful Window Displays— 
Low Cost 
Levine Display Studios 
Create, Construct and Install 
hoe Window Displays 
Oomplete —— at Rental 


Window Dressing by Experienced Men 
261 W. 42nd St., New York City 
Wisconsin 6659 














= pa for = 


« 
ERS N ISE- 

Lass CUSHION TIRE 
Chad toe tal inat 
grips, rubber tires, 
overhead track system, firm 


construction throughout, 
eliminate vibration and 
noise and produce a ladder of 
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Shoe and Hosiery Cabinets 


April 6th—Retail Shoe Dealers can 
increase their sales by carrying 
side lines, especially if the ‘ine fits 
in with shoes. Our Cabinets do. 
Interesting colored illustrations in 
Plain and Modernistic Creations. 


Ask for Portfolio No. 11-X 


Tue Oscar ONKEN Co. 
611 W. 4th St. 
Cincinnati, Ohio 








W 
LABELS 


Li STINCT;, VE ATID 
PEMMANENT MARK 


E.H.KLUGE 
WEAVING CO. 


SHOE 
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SHOE CARTONS 


EXCLUSIVE BUT NOT EXPERSIVE 
SAMPLES UPON RbQUESS 









New Ground Gripper 


Fort WortH, Trex.—Due to a fire 
next door that ruined his store, Dr. 
McKee has opened up a new Ground 
Gripper shoe store at 412 Main Street. 
In this new modern shop there will be 
a two chair ery department. A. 
Giglio will have charge of the shoe sell- 
ing, as heretofore. 





Minne Store Moving 


St. Jouns, Micu. (UTPS)—F. E. 
Minne, who has conducted a shoe store 
in this town for some time, has dis- 
continued business here and has leased 
a building in Marshall, where he will 
move his entire stock and open for busi- 
ness shortly. 


Open New Department 


BIRMINGHAM, ALA. (UTPS)—Louis 
Bressler Co., of Nashville, Tenn., op- 
erator of several shoe stores in the 
South has obtained the shoe depart- 
ment at the Ideal. The department was 
opened last week under the management 


Plans Group Advertising 


ProvweNce, R. I. (UTPS)—Allen 
Kinsey of the Whitmore’s Shoe Shop is 
enthusiastic over a cooperative group 
advertising plan which he believes 
would benefit all concerned. He has 
suggested that Providence retailers ca- 
tering, of course, to the same type of 
customer join together in an adver- 
tising campaign to educate the public 
to better shoes—better leathers, better 
workmanship and such. 

Mr. Kinsey believes that all con- 
cerned in selling quality footwear would 
benefit by such a policy, which he plans 
to suggest later, and that expense to 
each would be small in proportion to 
results it would achieve. Mr. Kinsey 
speaks in favor of other trade groups 
who have clubbed together in ad- 
vertising and which have received large 
increases in business as a result. 


McAn Store Moving 


PROVIDENCE, R. I. (UTPS) — The 
Thom McAn shoe store here is soon to 
occupy a new location about 500 ft. 
from their present site. The new store 
will be in a new building owned by the 
City Hall Hardware Co. It’s a banner 
location for the men are often two and 
three deep in front of the hardware 
company’s window displays. 


Shoes in Seaman Store 


Fort SMITH, ARK. (UTPS)—A new 
shoe department has been opened here, 
in the Seaman Store company’s chain 
establishment. This is the sixteenth 
unit of the chain of ready to wear 
stores rated by the Seaman com- 
pany. . L. Seaman of Fort Smith 
is president of the firm. 


Add Children’s Dept. 


BIRMINGHAM, ALA. (UTPS)—The 
shoe department of the Pizitz store 
has been enlarged, giving the depart- 
ment more floor space and a children’s 
department. A juvenile department 
20 by 20 feet has been installed under 



































VINDOW 
DISPLAY FIXTURES 


SEGALLé SONS 


923 ARCH ST. 




































New Enna Jettick 


Department 


Boston, Mass.—The Curtis Shoe 
Store at 307 Washington Street, this 
city, installed an Enna Jettick Shoe 
Department on March 1, with a com- 
a range of widths from AAAA to 

EE, and sizes 2 to 10, retailing at $5 












and $6. On the opening day, a pair 
of women’s full fashioned silk hosiery 
was given free with every pair of 





shoes sold. The public was informed, 
through a half page newspaper ad 
showing a ten-inch wide $5 patent 
leather cut-out oxford, and five smaller 
cuts of $5 and $6 models—‘You Need 
No Longer Be Told That You Have 
An Expensive Foot.” 








New Toledo Shop 


Totepo, OHto (UTPS) — The 
Wachter Shoe Co., has been incor- 
porated with a capital of $100,000 for 
the purpose of operating one or more 
stores for the sale of all kinds of shoes, 
boots, rubbers and footwear accessories. 
The incorporators are Fred W. Uhl- 















the direction of Alexander Reiss, man- 





of G. Barker. 


ager of the department. 








ee Catering 


Heart of 
Times Sq. 








in New York 





Hotel Claridge 


BROADWAY AT 44th STREET 
NEW YORK CITY 


SHOE and LEATHER 
INDUSTRY 


Largest and Most Comfortable Sample Rooms 


Moderate Rates Under New Management 
. Wire Reservations at Our Expense 


man, Walter C. Wood and Elmer E. 
Davis. 


















to the 


a new edition 






} 


No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 


notice will be given. 


Boot and Shoe Recorder 
80 Federal St. 









has been printed, at which time 
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The BACKBONE 
of the Shoe « « 


| eae as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 


supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


One end of the Crawford Shank 
is slotted and fitted around a split 


rivet so that it will slide back and 
forth as the weight of the body $ 
is applied and removed from the | ELONGATED SLOT 


foot, yielding just enough, under PERCTION Ne 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


GAC 















Serves in 
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E made our Field Editor war 

correspondent for a day, so he 
stepped from El Paso into Juarez and 
had an opportunity to interview Mex- 
ican generals and to see an army out- 
fitted in everything in footwear, The 
general who captured Juarez wore 
Florsheim’s ; his chief of staff a pair of 
jJodphurs, and everything from boots 
to no shoes in the ranks. The popular 
Mexican fighting boot looks like a plain 
toe Congress, having a front zipper 
fastening. News from the front in next 
week’s issue. 


“Dirty days hath September, 
April, June and November, 
All the rest are dirty too.” 


O goes the modern rhyme, but 

weather or no, April steps into a 
new season of footwear. We find a 
significant change takes place in the 
human body between winter and sum- 
mer. Modern civilization develops a 
difference in footwear requirements in 
the month of April that is quite 
startling. Feet actually are larger in 
warm weather than they are in cold. 
Shoes must be fitted differently, and our 
deductions may indicate that an entire 
nation needs to change its shoes in 
April. 

Right in line with this theme is the 
plan for-a Nation-Wide Foot Health 
Week, developed by the National Asso- 
ciation of Chiropodists in cooperation 
with manufacturers and merchants. If 
we can add to the idea of Foot Health 
week the point that new shoes are 
needed on the turn of the season, every 
merchant can adapt the plan to his 
window and advertising, If “change 
in April” were made national, a hun- 
dred-million pairs of shoes might be 
sold in one month. 
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Shoes on this page 
by 
The Capitol Shoemakers 
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Fashionable footwear on a firm foundation 


T= Capitol Shoemakers of St. Louis have selected 
INVISIBLE MIDDLESOLE as the most dependable foun- 
dation upon which to build their fashionable footwear 
creations. INVISIBLE MIDDLESOLE means a damp-proof, 
_squeakless sole with longer wear and greater comfort. 
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Specify INvisiBLE MIDDLESOLE in your next order / 


BECKWITH MANUFACTURING COMPANY 


MANUFACTURERS OF VULCO PRODUCTS 





STATLER BUILDING , BOSTON 
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SILK~TO~TOP 


PANEL HEEL 


TO RETAIL t 50 


Iron Clad 922 


is a Full Fashioned “Silk to the 
Top” Chiffon style with Panel 
Heel. It has a silk plaited foot 


and comes put up three pair in 
one size and color to a box. 


Colors : 


Black Reveree 


Atmosphere Cuban Sand 
Skin Beach Tan 


Grain Manon 
Pearl Blush Mistery 
Pastel Parchment Breezee 


Evenglow Suntan 
Light Gun Metal Sunbronze 


Mirage White 


Immediate Delivery 


$12.00 a Dozen 


Order a sample dozen of this 
number TODAY 


Cooper, Wells and Co. 


250 Broad St., St. Joseph, Mich. 


Manufacturers of Full Fashioned and Seamless Hosiery 
at St. Joseph, Michigan, and Decatur, Alabama. 


Manufacturers of Quality Hosiery for Fifty Years. 
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Ww have been telling thousands 0 rd O n 
of women (your customers 

AS es 

among them) of the marked success ©>.0.00." 
of this new vogue of wearing Gor- 
don Skin-Tone Stockings to blend 
with their complexions. It is not 
only a smart fashion, but an en- 

tirely reasonable one. 

It enhances the natural beauty 
of the skin, and . . . furthermore 


— it brings into perfect harmony 


the various contrasting colors in 
the ensemble. 

There are four special shades 
for the Blonde; four for the Bru- 
nette; four for the Medium Com: 
plexion. 

And—the well-dressed woman 
needs all of the four shades. 

So (and obviously) it opens the 


way for good salesmanship to 


SELL FOUR PAIRS OF STOCK- 
INGS . . . INSTEAD OF ONE 


BROWN DURRELL CO. 


EW YORK ° ¢ BOSTON 


OSIERY AND ACCESSORIES 
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In this Issue you will read 


CHASING SUNSHINE . 

HE GOES AFTER MAIL ORDERS . 

50 PER CENT GAIN IN SIX MONTHS 
DECORATORS GO IN FOR CASCADE EFFECTS . 
WHEN AND WHAT TO WEAR IN HOSIERY 


APRIL SHOWERS WILL BRING OUT NEW HOSIERY 
IN MAY. . ° 


FRESH FROM CABINET MAKERS’ WORKSHOPS 
NO QUESTIONS ASKED 

NEWS O’ THE MARKET 

THE COLOR TREND a ° 
OUR FASHION EXPERT WILL HELP YOU . 

A VISIT TO A REPAIR SCHOOL . 

THIS AND THAT FROM HERE AND THERE 


2a 
¢ 


6, 19@$HOstery AND ACCESSORIES 
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fou ip) qram 
A NEW IDEA IN SILK HOSIERY 
Diptgrain has the fine, even sheerness...the crystal clearness... of| 
very expensive hose... giving you expensive appearance that you 
can feature at an inexpensive price...and still make more than your 
usual mark-up! Here is a drawing card and a talking point... pro- 
tected by the Mojud exclusive franchise and backed by the Mojud 


dealer-aid plan. Look into this opportunity for bigger and faster} 
hosiery sales now....SEND FOR SAMPLES and COMPARE! 


MOCK, JUDSON, VOEHRINGER CO., Inc. . 212 Fifth Avenue, New York City 
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CHASING SUNSHINE 


News and Views on (Colors, Styles, 
Prices and Other Things in 
the Realm of Hosiery 


> 


HIS hosiery business of 
ours has resolved itself 
largely into a game of 


chasing sunshine. With the 
vogue for sun-tanned skins the hosiery trade has been 
almost revolutionized. Everything follows the sun, 
either taking its color from that golden orb or reacting 
to some of the effects of the sun on bare skin. Sun- 
burned legs and no hose looked like a safe bet for the 
women and woe to the hosiery trade earlier this year. 
Then along came the production of a bare-leg stock- 
ing, a seamless hose, with a low heel reinforcement 
which does not show above : 
the top of the shoe, and 
presto—it catches on among 
those women who want to 
appear to be bare-legged 
and yet whose limbs, 
through blemishes, are not 
adaptable to the bare-limbed 
fashion. 

The sheer seamless stock- 
ing is decidedly in the swim 
at present. It is a most 
active piece of merchandise, 
both in the wholesale and 

il markets. And there- 

i lies a problem—and a se- 
fious one. Quality varies 
Considerably with prices, 
Which run from as low as 
5 a dozen to $13.50, 
holesale, with a few extra 

ime quality numbers priced 
Wen higher. The best bet 
i these seamless hose, ac- 
ding to market wise fac- 
ffs, is a three-thread, 300 
ieedle, all silk number, be- 
produced by several 

s and selling from 
0.50 to $11.50 a dozen. 
fperiments are being made 

th 320 needle machines. 


Hosiery AND ACCESSORIES 


> 


Here are three ideas affecting 
hosiery from Palm Beach, Peggy 
Phipps, at the left wears no 
stockings and no shoes. One of 
her companions is bare-legged 
but wears socks and espadrilles. 
The other wears hosiery, sport 
socks and Wales tennis oxfords 


> 


The percentage of seconds in 
the production of fine seamless 
goods intended as bare-leg stock- 
ings is necessarily high, for visi- 
ble defects defeat the purpose of the stocking entirely. 
It is said that the seconds average around 35 per cent 
of total production. This is almost sheer waste, of 
course, for seamless seconds of this type do not find 
a ready sale. Another important point in connection 
with these bare-leg hose is that of length. They should 
come up well on the leg, so that the top is not visible, 
or they do not simulate bare-legs. Several manufac- 
turers are now advertising 
that their bare-leg seamless 
hose are all 31 or 32 inches 
in length, 


Matching Powder 


HESE hose, of course, 

are all in the sun-tan- 
ned skin shades. And the 
rush for the bare-legged 
effect is so great that the 
skin tanned shades are be- 
ginning to prevail in all 
kinds of hosiery. A glance 
at our Color Trend, pub- 
lished elsewhere in this is- 
sue, reveals the swing to- 
ward the sun-tanned shades 
among the products of prac- 
tically all manufacturers. 
Hosiery to match, or at 
least harmonize with the 
complexion, rather than 
with the color of the gar- 
ments, is the prevailing 
principle in hosiery color 
selection. So strong has 
this become that one mid- 
Western store already is 
making a merchandising 
feature of face powder and 





hosiery to match. In this par- 
ticular case the powders were 
made tip to match the hosiery. 


More About Socks 


ITH or without hose 
¥ ankle length socks are be- 
ing widely worn right now and 
will enjoy even greater popu- 
larity when the weather gets 
warmer. From surveys made 
at Palm Beach and other winter 
resorts it is found that around 
90 per cent of women on tennis 
courts and golf links are wear- 
ing these little short sport socks. 
Manufacturers, alive to the situ- 
ation, have brought out many 
new lines of these in the past 
month. A sock with a loose 
ankle is a new idea along this 
line and finds.a supporting fac- 
tor in pictures from the winter 
resorts where these loose ankle 
socks appear to have caught on 
tremendously. 

One of the leading hosiery 
producers is now marketing a 
combination of a pair of socks 
and the seamless bare-leg hose 
at a special price for the two. 

Individual retailers are making up such sets them- 
selves and displaying and advertising them to their 
customers at a single price for the combination. 


Combinations 


S acorollary of the sock fad we find many combi- 

nations of stocking and sock woven in one. To 
this genre must be added the many varieties of ankle 
decorations that simulate separate socks, bands of color 
cut with lace, lace anklet effects and so on which are be- 
ing offered in profusion and possibly, some confusion. 
The lace decoration scheme lends itself to endless vari- 
ety and thus we see stockings with a series of vertical 
lace insets in the front of the ankle, or even back on the 
heel, replacing, to some extent, the so-called fancy heel. 


About Heels 


PEAKING of fancy heels, there is no doubt about 

the general popularity of the pointed heel, more 
in self color than in the contrasting black. They still 
hold sway and new versions of points, towers and 
steeples are coming into the market almost daily. 
Single center point and “twin” heels are leading, how- 
ever, and probably will continue to outsell those that 
go into more fanciful designs. 





What the golfers wore at Palm 
Beach. Miss Virginia Van Wie, 
at the left, wears woolen hose 
with clocks, while Helen Hicks 
wore silk stockings and rolled 
down plain white sport socks 





Clocks 


HETHER the women 

have borrowed a leaf 
from men, or whether the long 
lines of modern art have been 
the cause, clocks are again com- 
ing into their own in women’s 
hosiery, both for sport and 
street wear. Fine lace clocks, 
of course, have been much in 
the style picture in evening 
hose, but variations of the 
clock are now coming in strong- 
ly on street and sports stock- 
ings. Colored clocks, in sub- 
dued Oriental shades are ex- 
tremely good. Dark jacquard 
clocks simulating the older 
shadow clocks have come into 
the market, and the old em- 
broidered clock is again in the 
running. 

















Color Survey 


OSIERY buyers in a group 
of fifty selected stores 
throughout the country, in a 
recent survey, anticipate that 
the sun burn shades will lead 
in selling this summer. Clear, 
neutral beige is given second place and gray third. Most 
of the buyers expect sun burn and beige shades to ac- 
count for around 90 per cent of the summer’s hosiery 
business. White and pastel shades are expected to 
sell only in small quantities. From present indications 
it certainly does not look like a promising season for 
white hose. 















Meshes 


The status of the plain mesh hose is not as good as 
it was a month or two ago. Silk meshes have dropped 
in favor with the public to some extent, although in 
the very high grades they are still moving. The out- 
look for lisle meshes, particularly fancy meshes for 
summer sports wear, is good. The day of the cheap 
cut and sewed mesh, however, appears to have definite- 
ly passed. The mesh idea has been transferred into the 
short socks, and here we find them moving briskly. 
The mesh hose have been replaced to some extent by 
the pin point and other small open work jacquard 
figures, but these will find their use in sports wear, 
rather than as adjunct to street and dressier costumes. 
Poor wearing and fitting qualities in low-priced meshed 
were big factors in their decline in popularity. The 
same factors may mitigate against low-priced, seamless, 
bare-leg stockings. 
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HE GOES AFTER MAIL ORDERS 


erates the Slipper 

® Shops in Dallas, 

Tex., has worked up a 

mighty good hose and 

shoe mail order business 

in conjunction with his 
stores. 

A catalogue is sent to 
the entire mailing list 
every two months. 
Hosiery is given mention 
on every page of this six- 
teen page booklet. The 
center double page spread 
is usually devoted to ho- 
siery in the $1 to the $1.95 
grades. A chart giving 
the shoe colors and the 
complementary hose colors 
is also featured on these 
pages. Another full page 
is devoted to a $1.15 hose, 
which sells three pairs 
for $3. 

In addition to this cata- 
logue, a hose folder is sent 
to all the mailing list every 
other month. In one 
corner of this folder is an 
order sheet, which makes 
mail ordering easy. 

Considerable care and 
thought was given to both 
the selection of a good 


] ZESSMER who op- 


mame and to a striking illustration. The 
“Pandora” with a trade mark of a letter P on the box, 


all within a shield. 


HE question of how much the average woman 
spends a year for hosiery was brought into the public 
eye again recently by the New York Daily News. The 
inquiring photographer-reporter on that paper asked 
six women, at the corner of Madison Avenue and Thirty- 
eighth Street, how many pairs of hose they bought a 


—AND GETS THEM 


> 


AYBE this clever mailing 
container has something to 


Sy, 


do with Zessmer’s success in building 

a mail order business, the inner con- 

tainer, shown at the top, opened, is of 

light cardboard. The outer box, which 

has folded and slotted ends is of 
heavier box board 


name is 


one. 


+ ° > 


WHAT PRICE HOSE? 


year and what they paid for them. 
pairs at $1.95 a pair; 80 pairs at $2.00 a pair; 150 pairs 
at $3.75 a pair; 160 pairs at $2.00 a pir; 100 pairs at 
$2.00 to $4.00 a pair and 150 pairs at $1.50 a pair. The 
young woman who averages 100 pairs a year added that 
she wore no stockings in the summer months. 


Hosiery AND ACCESSORIES 


A hosiery booklet was 
also prepared to go out 
with the shoe orders, but 
this did not prove to be 
much of a success, as it 
was too “wordy,” too 
descriptive matter 
and not enough illustra- 
tions. This fault, how- 
ever, was soon recognized 
and is being rectified in 
subsequent literature. 


much 


WORD should be said 
relative to the way 

the hosiery is mailed. 
Small specially made con- 
tainers, just the right size 
for three pairs of hose, are 
used. These bear an at- 
tractive lithograph of Miss 
Pandora and her legs, on 
one side, while on the re- 
verse is a neat store ad- 
vertisement. All hose 
sent out are first wrapped 
in good tissue paper, then 
put into this box, which 
in turn fits into a regular 
mailing carton. The 
double carton is used to 
insure the package being 
received in good condi- 
tion. While it costs more 
to do this, a number of 


complimentary letters have been received and have 
convinced Mr. Zessmer that the method is the right 


Answers were: 104 
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00 DER ICENT GAIN IN SIX MONTES 


iF 
} } 


, 
| 


Along with a Sizable 
Reduction in Stock 
was Made in This 
Hosiery Department 
in the Marott Shoe 
Store, Indianapolis 


| 
#1 
wii Riernnys 


wey ig! 


time in a small hosiery department is rather un- 4 
usual. However, this is the record made by Miss 


A N increase in sales of 50 per cent in six months’ 


Leona Sams, who took charge of the hosiery department 
at the Marott Shoe Shop, Indianapolis, Ind. Miss Sams 
is neither an Optimist nor a Pessimist, but she is cer- 
tainly a “Peptimist.” She injected “Pep” in the depart- 
ment, reduced her stock, got rid of the old merchandise 
and increased the volume 50 per cent in six months’ time 
and continues to show a steady gain each month. A 
rather difficult thing to do in the city where the largest 
hosiery mai! order mill is located, and where the seconds 
of this institution are on sale at greatly reduced prices. 
First of all, she found the stock out of balance; second, 
too many numbers for a small hosiery department and, 
worst of all, the shoe salesmen received no commission 
on hosiery sales. 

Miss Sams realized that without some compensation 
to the shoemen in the form of a small commission she 
could expect no cooperation, and at once announced a 
commission on all hosiery sales where the shoe salesman 
suggested hosiery. This changed the tide and the sales 
increased at once. Department displays was the the next 
thing, and hosiery is now being displayed in all the foot- 
wear departments, in an attractive, appealing manner. 

Window display was another feature to be considered 


! 


De 
asl! 


Miss Leona Sams 


and this is her opinion of good window trims: “Win- 
dow displays must attract attention, but they must do 
more. They must create a desire. Desire to possess ; to 
see closer; to handle, to ask about the merchandise in 
the window. These emotions aroused by window dis- 
plays bring people in the store and increase sales.” The 
modernistic designs embodied in the window trims at the 
Marott Shoe Shop have given the store a distinctiveness 
of its own. 

The three pair idea is another hobby at Marott's. 
The store caters to a large out-of-town clientele, cus- 
tomers who will readily buy more than one pair of 
hosiery at a time, especially at a slight saving. The 
three pair idea appeals to the customer from the small 
town, and is always suggested with excellent results. 

Accessories are also sold in the hosiery department, 
buckles, straps, polish, laces, etc. Buckles run into 
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money and the salesmen always suggest buckles with 
good results. 

Just recently the department had a drive on polish, 
with an extra compensation lasting for one month, which 
resulted in selling 750 bottles during that period. The 
results were so gratifying that the management has de- 
cided to have another contest in the near future. 


HE department at present has disposed of all the 
obsolete numbers in ladies’ silk stockings, children’s 
hosiery and men’s hosiery. It was some job, according to 
Miss Sams, but it was accomplished. She has finally 
succeeded in getting the shoe salesmen enthusiastic over 
hosiery and they are suggesting hosiery to every cus- 
tomer. Unless they are very busy, they accompany the 
customer to the hosiery counter, otherwise the sale is 
completed by the sales girl in the department and the 
salesmen credited on the sales ticket. The plan Miss 
Sams has inaugurated has worked out very splendidly, 
with excellent results, and the prices range from $1 the 
pair to $2.50 in the Gordon V line of ladies’ stockings 
and children’s hosiery, and the Interwoven line of men’s 
hose. 
A complete assortment of the latest shades to match 
footwear is carried in stock, and a unique price line 
system keeps the stock clean and fresh and in balance. 


HALLMARK STARTS 
JULY 1 


+ + + 


Harry Einstein, managing director of the Hosiery 
Distributors Institute, announces that July 1 is the re- 
lease date for the hallmark to be used on first quality 
hose by those manufacturers who are members of the 
Institute and whose applications for licenses to use the 
hallmark have been approved. 

The hallmark, consisting of the initials H. D. I. in a 
special design, designates merchandise. which has met 
the quality requirements laid down by the organization, 
and is expected to go a long way toward clearing up the 
question of seconds improperly presented to the public. 

The consumer and retail trade is to be advised through 
advertising to look for the mark as a guide to quality 
hosiery, as its use on seconds and irregulars is pro- 
hibited. 

“The aim of the Institute in establishing the hall- 
mark,” says Mr. Einstein, “is to make hosiery profitable 
for those who sell it and safe for those who buy it.” 

The Institute is now ready to accept further applica- 
tions for the use of the hallmark from manufacturers 


of hosiery. 


Expensive and artistic buckles deserve an expensive and artistic background in display. This beau- 
tiful arrangement of a buckle display was seen in the R. H. Fyfe & Co. shoe store in Detroit 


Hostery aNp ACCESSORIES 
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DECORATORS GO IN FOR —— EFFECTS 


IN HOSIERY WINDOWS 


ECORATORS of hosiery display windows in New 
D York last month evidently thought the public 
likes em draped. Our roving camera man brought in 
these three pictures which are almost classic examples 
of draping hosiery in cascade effects for window trim- 
ming purposes. 

At the top, left, is a window at Orkin’s, Thirty-fourth 
Street, in which box-like fixtures are used to build up 
the trim. On the steps are excellent examples of drapes 
over leg forms. The other hose in the window are 
draped over T stands. 

Somewhat of the same effect was obtained in the small 
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trim at the top, right, in the window of the I. Miller 
store at Fifth Avenue and Fortieth Streets. Incidentally 
the modernistic semi-circular stands in this window are 
used alike for both hosiery and shoes. 

The lower picture shows a large window trim at R. H. 
Macy & Company. The modernistic screen in the back 
forms an excellent background. By using modern 
wrought iron fixtures a triple cascade effect is obtained 
in the units at either side of the window and a novel 
double cascade is formed in the center. T stands are 
used for the remaining drapes. The graceful drape of 
the hosiery adds much to the beauty of these windows. 
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WHEN AND WHEAT TO WEAR 
IN HOSIERY 


Fashion Guide of (olor Helps Wanamaker 


Store Increase Sales 


> 


> 


+ 


By R. N. SAUDER 


ing the sale of hosiery in such a way that the 
colors instantly suggest the proper costumes to 
wear them with, and not only that, some new ways of 
determining the proper hosiery colors are brought be- 
fore the customer. 
A strict “fashion guide” of color constantly ties up 
the introduction of any new shades. For example, they 
have grouped the colors that go with the new blues for 


4 OHN WANAMAKER, Philadelphia, is promot- 


With yellow, chartreuse and brown (there is a great 
deal of confusion in women’s minds as to what stockings 
go with these shades) they suggest caracul, rosewood 
and misty morn, and with emerald, ruby red and vivid 
blue for evening, atmosphere, nude, vida and flesh are 
the proper tones, they say. 

Another tie-up between hosiery color and the wearing 
of it is the vogue, sponsored by Wanamaker’s, of “com- 


plexion hose.” For the blond, they say that vida, plan- 








A New Stocking 
For Fashionables 


, and When to 
Wear It Fashionably 


[N the French mode, this new chiffon creation 


of luxurious sheerness. Picot tops, the 
smart little heel, and fifteen petal-clear shades 
give it the cachet of Paris distinction. So 
fine—four-strand, 45-gauge—it is a mere vi- 
brant tone. And the colors! They are a 
fashion guide in themselves! 


-—With the new blues for street wear—blue 
fox, dove, rifle. 

—With tweeds for town and country—dust 
and pastel brown. 

—With white for sports attire—French nude, 
pompadour, wood fallow. 

—With yellow, chartreuse and brown for 
afternoons—caracul, rosewood—misty 


morn. 
—With emerald, ruby red and vivid blue for 
evening—atmos phere, nude, vida, flesh. 


$2.75 the Pair 
MAIN FLOOR, MARKET 




















street wear. These are blue fox, dove and rifle. With 
tweeds for town and country, they advocate dust and 
pastel brown. To go with white for sports wear, there 
are French nude, pompadour and wood fallow. 

It is found that customers accept this service, which 
is given by the salespersons and which takes form in 
practically all of their fashion hosiery advertising, with 
gratitude, especially when they are desirous of finding 
out what color hose to wear with the difficult new shades. 
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It’s Smart to Wear 
“Complexion Hose” 


Both artistic and fashionable—this vogue of 
ankles matching the complexion shade. Blonde 
. « « medium tones . brunette ... your 
type governs your choice of stocking shades. 
It is the metropolitan interpretation of the 
resort’s suntan fashion—with the additional 
beauty which chiffon hose imparts. 


For the blonde— 
vida....plantation....beige blonde....dawn.... 
stade....Taupe fox. 

For the medium type— 

midi. ...matchwood....firenza....rope....sandal- 
wood... .creole. 

For the brunette— 
suntan....French nude....blonde....aurora.... 
peach mauve. ...melba. 


In luxurious 45-gauge chiffon, full fashioned, 
every thread strong fresh silk, at $3.25 a pair 
—three pairs, $9. 


MAIN FLOOR, MARKET 




















Here are two Wanamaker ads stressing the 
“when and what to wear” idea 


tation, beige blond, dawn, stade and taupe fox are the 
proper tones. For the medium type there is a choice 
of midi, matchwood, firenza, rope, sandalwood and 
creole while the brunette can choose from suntan, French 
nude, blonde, aurora, peach mauve and melba. 

The average prices of the stockings from which the 
great general buying is done in this wide assortment 
of shades are from around $2 to $3.95, with $2.75 and 
$3.25 good average prices. 





ABRIL SHOWERS WILL BRING 


A—Heels, having run the gamut 
of geometrical shapes, move on 
and adopt a new effect in lace. 
Here is one of the newest of 
the lace heel numbers intro- 
duced by the Lehigh Silk 

Hosiery Mills 


®—Meshes have lost 

none of their attrac- 

tion. Here is a new 

seamless lisle 

number with 

solid diamonds, 

from the line 

of Kramer 
Brothers 


C€—Clocks are decidedly in the 
spring hosiery picture. This is 
an interesting jacquard clock, 
somewhat on the order of the 
shadow clock, from Cam- 
bria, Ernest J. Stringham 

& Company, agents 


D- Loose ankle sox 


have “IT” this 
Spring. This plain 
silk with picot top 
cuff, and a mesh 
with lace effect 
cuff are from 
Propper Hos- 

iery Co. 
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HOSIERY IN 


A—For sports wear lisle ankle 
socks with lace tops through 
which the color in the lined 
cuff shows, and a black and 
white jacquard full length 
lisle hose are offered by 
Krueger-Tobin Company 


#—Clocks, as we 
said before, are de- 
cidedly in vogue. 
Subdued Oriental 
colorings make 
the clock in this 
new number 
from Van 

Raalte 


Hosiery aNp ACCESSORIES 


C—A step or two away from 
the standard mesh hose is ihe 
pin point, originated in Paris, 
but now being produced here. 
This one is made by the 
Merrill Hosiery Company 

in a number of colors 


D—Many new ankle 
decorations appear. 
At the left is a lace 
effect on the front 

of the ankle. At 

the right a col- 

ored lace ank- 

let — from 

Flliott 
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FRESH FROM THE 
CABINET MAKERS: 
WORKSHOPS 


> > > 


Three New Hosiery Departments 
in the -DModern —Manner 


HE ultimissimo of modernism is seen in the pic- 

ture above, the hosiery department, or rather 
half of it, for a similar unit is placed directly across 
the foyer from this one, in the new Andrew Geller 
shoe store on Fifth Avenue, New York. The coun- 
ter display case is modernistic in every detail. 


ORE restrained in modern details is this hos- 
iery department in the new I. Miller & Sons 
shoe store, opened recently in Baltimore. The wood- 
work is of satinwood and French and American wal- 
nut. The stock drawers are made with glass fronts 


and the stock is arranged according to colors. The 
unit features a generous amount of display space. 


ODERNISM reigns supreme in this depart- 

ment, a part of the new Foot Save Shop opened 
on Fifth Avenue, New York, last month. The stock 
shelves here combine the glass front and wooden ka 
front idea. Silver, black and walnut are artistically 
combined in the fashioning of the stock case, while 
the glass counter case is of satinwood and walnut 
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\ Why you will make il 
money with KNITBAC _/~ 


ET ready now to make money 
in the newest industry—flaw- 
less hosiery repair by KNITBAC. 


Pd 





You will benefit in three distinct 
ways. Knitbac Service will add 
substantial net profits—Knitbac ad- 
vertising will send hundreds of new 
customers to your store, and their 
every visit makes possible a sale in 
some other department, and—the 
Knitbac flawless repair will help 
greatly to build good will for your 
store. 











It is these three important bene- 
fits of a Knitbac Department which 
have influenced the country’s lead- 
ing merchants in their decision to 


“MAKE MONEY WITH 


Abraham & Straus ae 
Arnold Constable & Co. KNITBAC. 


L. Bamberger & Co. A Knitbac service department in 
Frank R. Jelleff, Inc. your store will surely be a wise and ~ 
I. Miller & Sons, Inc. profitable addition. 

John Wanamaker, Phila. 
Jordan Marsh Co. 
The Halle Bros. Co. 

The May Compan ° 
ca ieee Ge Gotham Knitbhac 
Wm. Filene’s Sons Co. Service Co., Ine. 
Wise Shoes, Inc. 
—and many others— 389 Fifth Avenue 


New York 





A Few Knitbac——\ 
Franchise Holders: 


Write for information 

















Knitbac Offices Now in These Cities: 


LOS ANGELES, CALIF. BOSTON, MASS. CHICAGO, ILL. ALBANY, N. Y. 
Union Bank Building 65-69 Summer Street State-Lake Building 
8th & Hill Streets Phone: Hancock 7352 190 North State Street Mosher Building 
Phone: Trinity 6303 Phone: Randolph 4994 128 State Street 
PITTSBURGH, PA. PHILADELPHIA, PA. 
CLEVELAND, OHIO BUFFALO, N. Y. 


Century Building 1211 Chestnut Street 
182 Seventh Street Phone: Spruce 6423 241 Euclid Ave. 533 Main Street 


Hostrry AND ACCESSORIES 








THE “Best SELLERS” IN DOLLAR HOSE 


Month after month has brought ever-increasing re-orders 
for these five dollar winners. Turn their modernistic 
designs, their fresh, pure silk, their exceptional quality 
into big profits for yourself. They build patronage for 
you and keep it! Women love their slenderizing beauty. 
Mail and telegraphic orders filled the same day received! 


=FIRST wari me LATEST 


Left: 

Style 23X—Rap- 
idly becomin 
America’s lead- 
ing dollar hose. 
Extremely fine 
gauge all silk 
service weight. 
Graceful point- 
ed heel, silk 
plaited sole, 4- 
thread lisle heel 
and toe. 25 popu- 
lar spring colors. 
$8.00 a dozen. 

















T 


do nc 


Left: 3 Right: s Right: wi Right: At 
Style 21X— All silk ye onl omex — ee Style 24X — Pure Sixle 903—Misses’ 
hiffon, * thread silk service and small women's 
pees = all silk service chif- hose. Smart, new Eee mien oF eee man : 
sale picet to joe. en French heel, 3-inch thread silk service 
© S20. clock and point lisle cop, silk plaited hose. Blue picottop, and t! 
; zing pointed heel. Compares with sole, 4-thread heel pointed heel, silk 
heel, silk plaited sole, expensive full-fash- and toe. A decidedly lasted sole, 4-thread here 
4-threadlisleheeland ene Se profitable somber, isle heel —_ toe, , 
toe. 25 popular col- gaining im volum: 8% wo 9 A 
on. Selling in quan a | dasly.25 correct, dis- volume seller: 15 Trt 
tinctive colors, $8.0) seasonable colors. 
tity, $7.75 a dozen. ! 20 colors. $8.00 a dozen. asin $7.75 a dozen. ‘ tome 
a dozen. : r 
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The hosiery department of the Paul shoe store, San 
Antonio, Tex., is a modernistic and eye filling corner 
with its two shades of walnut and maple woodwork 


NO QUESTIONS ASKED 


“& 
v 


counter for the shoes. But while salesmen bring 
their shoes to this counter to be wrapped, they 
do not set them on the right side, but on the left side. 

At this point in a story we generally say, “The sales- 
man introduces the customer to the hosiery department 
and the hosiery girl suggests stockings.” Not here, not 
here. 

True, the salesman brings both the shoes and the cus- 
tomer to the counter. That’s part of the store system 
which Manager R. N. Cochran rigidly enforces. In this 
particular case a close observer gets the impression that 
the one behind the hosiery counter acts more like a hos- 
tess in a private home, than like a girl selling hose. Now 
to record Miss Alvice Milstead’s technique. 

First, she is a shrewd observer. The probable price 
a customer will pay is determined by a quick size-up; 
the same size-up estimates what color hose this particular 
woman will wear with the recently purchased shoes; 
then it takes only an instant to peek inside the shoe to 


Uy YO the right, in the picture above, is the wrapping 


Hosiery aNpD ACCESSORIES 


> 


determine the size stocking that the woman requires. 

Now all this data is obtained before the salesman has 
turned to leave the hose counter. A quick reach behind 
her and before the customer realizes what it is all about, 
Miss Milstead is holding up the shoe, demonstrating the 
desirability of this certain stocking. 

Note. Not a question has been asked. Nothing has 
been said or done that will allow a negative thought to 
enter the customer’s mind. 

The woman who has just bought shoes is aware of 
an eager attractive personality behind the hosiery case, 
one who is plainly trying to do her a service. 

And what woman won’t respond to that sort of treat- 
ment? And what woman won't listen to a sales talk that 
deftly tells why two or three pairs of stockings should 
not be purchased at one time? 

Calling customers by name on their repeat visits to 
the department, together with remembering their sizes 
and color preferences, is also in keeping with the self 
created hostess atmosphere. 











No. B 60 Effective April 1, Gold 
Maid Duo-Steeple Heel Hosiery (il- 
lustrated above), 45 gauge, 4 thread, 
sheer, filmy chiffon (Self-Colored 
Heels), reduced, per dozen, to 


LICENSED 


No. B 70 Gold Maid Duo-Steeple 
Heel Hosiery with black contrasting 
heels, reduced, per dozen, to 


‘16 


Reduction isin price only—quality and style 
the same. Increased demand has forced us to 
double our production— which in turn has en- 
abled us to offer Gold Maid Hosiery at these new 
low prices. Write today for samples and 
Color Chart of New Spring Shades. 


COLDS MAID 


Sole Distributors + 319 West Jackson Boulevard ¢ Chicago, Illinois 


UNDER LANDENBERGER GS. 8. PATERT NUMBER 1,111,650 
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NEW 5S 


© ’°THE 


MARKET 


OHN K. VOEHRINGER, JR., president of Mock, 

Judson, Voehringer Co.; Inc., manufacturers of ladies’ 
hosiery, announces that they have contracted for the con- 
struction of a largé addition to their plant at Greensboro, 
N. C. This new building, together with the plant al- 
ready in operation at Greensboro, gives them a total of 
135,000 square feet of manufacturing space in this mill 
alone. When completed this plant will have a capacity 
in excess of 500,000 dozen pairs of women’s full fash- 
ioned hosiery yearly. In addition to the machinery for the 
knitting of hosiery; this plant will have a fully equipped 
throwing plant to prepare the raw silk for knitting. 
Mock, Judson, Voehringer are also adding 20,000 square 
feet to their facilities in Long Island City for their ser- 
vice department. This will house their shipping depart- 
ment and office but their showroom will remain as at 
present at 212 Fifth Avenue. 


XK 


The Interstate Hosiery Mills, the new concern re- 
cently formed to take over the Finery Silk Stocking Co., 
Brilliant Silk Hosiery Co. and the Lansdale Silk Hosiery 
Co., has established offices on the thirteenth floor of 232 
Madison Avenue, New York. 

Price adjustments have been made on Finery hosiery, 
reducing Style 444, pointed heel with diamond on point 
from $15.50 to $15.00; Style 260, black pointed heel, 
from $15.50 to $15.00; style 350, double pointed heel, 
from $19 to $15; style 777, double pointed black heel 
from $19 to $18. Two new styles, No. 11, an ultra 
sheer 48 gage stocking, and No. 666, an all silk sheer, 
pointed heel with picot top, have been added to the line. 


Hosiery AND ACCESSORIES 


To combat misrepresentation in gages, all 51 
stockings produced by the Harris Silk Hosiery Co. of 
Springfield, Mass., hereafter will stamp all its 51 gage 
stockings on the foot, “guaranteeed 51 gage,” in addi- 
tion to the numerals “51,” which are woven into the top 
of the stocking at present, according to Lee & Cowan, 
selling agents for the Harris mills. 


KY 


Boyd has been appointed Chicago branch 
makers of Blue 
36 South State 


gage 


“ 


Shelley 
manager for the Latgeman, Gray Co., 
Moon hosiery. The 
Street, Chicago. 


office is at 


XY 


Roman Stripe Mills, Easton, Pa., 
have registered the name “Heelock” 
with the U. S. Patent Office, cover- 
ing a reinforcement in hosiery where 
the foot meets the leg under the 
The place where this 


new 


ankle bone. 
reinforcement is now made is known 
in the trade as the “transfer point.” The enlarged pho- 
tograph at the left shows the reinforcement at this point. 
The Combine Hosiery Corporation is the selling agent 


for Roman Stripe. 


J. S. Freeman has been appointed sales manager for 
the aed Mills, Inc., of Philadelphia. Mr. Freeman is 
taking the place of Fred C. Jarvis, who died Feb. 13. 
New York office an dshowrooms remain as heretofore 

at 389 Fifth Avenue. [TURN TO PAGE 116, PLEASE] 
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KRUEGER-TOBIN CO., Inc. 
2 PARK AVENUE, NEW YORK 


“Style Originators and Sports Hose Creators” 


ee 











No. 45 
Hosiery and 
CARD 
STAND 


Polychrome 
finish. 


Hand wrought 
Ornamentation 


$3.00 each 
Dozen lot 
$33.00 


The ideal way of showing 
a stocking 
at a price 


Give the stocking prominence. Show it in 
several shades—or several pairs in one fea- 
tured shade. Let the price stand out 
strongly and be so placed that there can be 
no mistaking what item it applies to. That’s 
a good formula—and here’s a good fixture 
to go with it. 

This stand has hand wrought ornamenta- 
tion. Statuary bronze lacquered finish. 
Card and frame high-lighted in green are 
instantly removable for convenience in plac- 
ing and removing the hosiery. 


$3.00 each. Dozen lots, $33.00. 


Seanad 


Fixture 
Couper eae 


eee 
53 WEST 


CHICAGO 
ii sae 1S 
—————— 





A showroom ly 
the Loop 
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1. Sun 

2, Sun’ 
3. Miste 
4, Mode 
5. Sun ] 


1. Zephy 
2. Favot 
3. Gun } 
4. L’Ave 
5. Sun B 


1. Boule 
2. Sun T: 
3. Eveng! 


1. Sun Ta 
2. Mistery 
3. Naive 

4. Allure 


C 


l. Mistery 
2. Light G 
3. Breezee 





THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 


Service 


ALLEN, A 


1. Naturelle 
2. Lido Sand 
3. Paris Beige 


1. Paris Beige 
2. Lido Sand 
3. Beige Blond 


ARROWHEAD 


1. Sun Bronze 
2. Sun Tan 

3. Mistery 

4, Moderne 

5. Sun Blush 


. Sun Bronze 
. Sun Tan 

. Mistery 

. Moderne 

. Sun Blush 


ARTCRAFT 


1. Zephyr 
2. Favotte 
3. Gun Metal 
4. L’Avenue 
5. Sun Burn 


1. Zephyr 
2. Fallow 
3. Nocturne 
4. Sun Tan 
5. La Mode 


TITANIA 


1. Boulevard 
2. Sun Tan 
3. Evenglow 


1. Boulevard 
2. Breezee 
3. Sun Tan 


CARLTON 


1. Sun Tan 
2. Mistery 
3. Naive 
4, Allure 


1. Sun Tan 
2. Mistery 
3. Naive 
4, Allure 


COOPER, WELLS & CO. 


1. Mistery 
2. Light Gun Metal 
3. Breezee 


1. Light Gun Metal 


2 ad 
3. Mirage 


CORTICELLI 


l. True Beige 
2. Nude 
3. Pastel Grey 


1. Nude 
2. Gun Metal 
3. True Beige 
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nt WHY = 
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Service 


GOLD MAID 


. Naive 

. Sun Tan 
. Boulevard 
. Shadow 


. Boulevard 
. Naive 

. Grain 

. Shadow 


GOTHAM 


. Manon 
. Pawnee 
. Seasan 
. Grain 

. Sun Tan 


1 
2 
3 
4 


5 


. Seasan 

. Pecan 

. Beechnut 
. Pawnee 
. Grain 


HOLLYWOOD 


. Beach Tan 
. Mistery 

. Breezee 

. Allure 


Light Gun Metal 


. Gun Metal 


2. Nude 


. Atmosphere 
. Champagne 
. Allure 


HARRIS 


. Sun Tan 
. Sun Burn 
. Dueotone 


. Eperney 


. Honey Gold 


HOLEPROOF 


. Tourterelle 
. Blond d’Or 
. Rose Brune 


. Grain 


1 
2 
3 
4 


. Grain 
. Tourterelle 
. Blond d’Or 


. Rose Brune 


KRUEGER-TOBIN 
1. Sun Tan 


. Sun Tan 

. Beige France 
. Misty Morn 
. Nude 

. Pastel Brown 


2. Misty Morn 
3. Light Gun 


Metal 


4. French Nude 








Sheer 


Service 


KRAMER HOSIERY CO. 


. Elephant Hide 
. Sun Bronze 
3. Lido Sand 
. Allure 
. Light Gun Metal 


1 

2 
x 
4 
5 


. Mirage 


. Elephant Hide 
Sun Bronze 

. Sun Tan 

. Gun Metal 


McCALLUM 


. Allure 

. Rachelle 
3. Gun Metal 

. Copal 

. Vellum 


1 
2 
3 
4 
5 


. Rachelle 
. Allure 

. Vellum 
. Biscuit 
. Copal 


MOJUD 


. Pueblo 

. Sun Tan 

. Naive 

. Creole 

5. Gun Metal 


1. 


2 
3 
4 
S 


Manon 
. Naive 
. Pueblo 


. Gun Metal 


5. Fallow 


REALART 


. Sun Burn 
. Breezee 

. Boulevard 
. Soloray 

. Tawny 


. Sun Burn 

. Beach Tan 
. Mole 

. Boulevard 
. Sun Bronze 


ROMILLA 


. Sun Tan 

. Sun Bronze 
. Sandy Beige 
. Allure 

. Mistery 


. Boulevard 

. French Nude 
. Champagne 
. Sun Bronze 

. Misty Morn 


SOCIETY MAID 


. Breezee 
. Tea Time 


\* 


. Naive 


Misty Morn 
Sun Tan 


. Breezee 
. Grain 


3. Mirage 


. Burlwood 
. Manon 
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“CalfHi” Form for Men’s Hosiery. Price, $5.00 a pair. 


Multiply Your Hosiery Sales 
with Fairy Forms 


HESE new Fairy Forms have a way 

all their own, of attracting attention. 
They draw the eye and open the purse. 
Perhaps it is their strikingly new poise, 
which is vastly different from anything 
on the market today. Hundreds of mer- 
chants are daily proving them to be sales 
builders. 


Fairy Hosiery Forms are light and 
airy. They are made of shell-like “Fairy- 
lite,” which is strong and will endure for 
years. Each form is finished in a beauti- 
ful flesh tint, which will permit of fre- 
quent washing. Its weighted toe keeps 
the Fairy Form balanced smartly up- 
right—no supports being required. 


The Fairy Form illustrated is the “Calf 
Hi” for displaying men’s hosiery. It sells 
for $5 a pair. 

There is a wide range of Fairy Forms 
designed to enhance women’s and men’s 
hosiery, as well as shoes. 

Order them from your jobber or send 
direct to us. 


Representatives Wanted 


SHOE FORM CO. Inc. 
Auburn, N. Y. 


FAIRY FORMS ARE PROTECTED BY 
AMERICAN AND FORBIGN PATENTS 


NEWS O° THE MARKET 


[CONTINUED FROM PAGE 113] 


The Van B. Moler Co., Inc., is moving its showrooms 
and offices from 200 Fifth Avenue to 267 Fifth Avenue. 
New York, where it will have greatly increased facili- 
ties for selling requirements. 


XY 


A new set of officers was selected by the directors o{ 
the Davenport Hosiery Mills at their recent meeting at 
Chattanooga, Tenn. R. B. Davenport was made presi- 
dent ; R. B. Davenport, Jr., vice-president ; E. E. Pickard, 
vice-president, and Joseph H. Davenport, secretary- 
treasurer and general manager. 


Xe 


Henry Leon Van Praag, for the past ten years vice- 
president of Julius Kayser & Company, this week was 
elected president and general manager to succeed the late 
president, Edwin S. Bayer, who died late last December, 
Mr. Van Praag has been the acting head of the business 
since Mr. Bayer’s death and has been connected with 
the company for thirty-three years. Lawrence Mayer, 
assistant to Mr. Van Praag, was elevated to a vice- 


presidency. 


The first unit of a new plant for the Walter Fred 
Hosiery Mills, Inc., recently organized with a capitaliza- 
tion of $500,000, is to be undertaken immediately at 
Nashville, Tenn. The new company is headed by T. 
Walter Fred, former head of the Davenport organiza- 
tion. He will act as president and general manager. 
Other officers are: Lewis H. Steward, vice-president; 
James E. Winn, secretary-treasurer, and F. T. Evans, 
assistant secretary-treasurer. Full-fashioned hosiery of 
fine gage will be produced. It is expected production in 
the first unit, which will employ about 600 people, wil 
begin during the summer. 


x 


The Women’s Hosiery Repair Service, to handle 
hosiery repairs for retail shops, has been established a: 
a subsidiary of the G. & A. Wise Hosiery Corporation 
Harry Licht is president of both concerns. The repait 
company plans to have in operation this month about fifty 
hosiery repair machines at the repair rooms which have 
been set up at 3 and 5 East 28th Street. The company 
plans to develop the hosiery repair business to a «juick 
and efficient service for retail stores that do not have 
sufficient repair work to enable them to install their ow 
machines, or to retailers who do not care to run their 
own repair departments. Associated with Mr. Licht in 
the venture are S. George Dessauer and Fred Thualet 





members of the Wise organization. 
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**OUR FASHION EXPERT 
WILL HELD YOU” 


By HARRY R. TERHUNE 


2 


is agreed by most shoe 
men who know, that a 
town in which a consider- 
able volume of hosiery is made 
is a mighty tough place in 
which to sell any great amount 
at retail. In other cities, many 
shoe men alibi themselves with various reasons why they 
do not sell.an average of one pair of hose to every pair 
of women’s shoes, They admit that a woman will buy 
five pairs of stockings to one pair of shoes, but they 
have all sorts of alleged reasons why they are not doing 
the hosiery business that they are capable of doing. 

Rather a lengthy preamble, but perhaps they could 
learn something from a manager of a six dollar chain 
shoe store. In the same story too, perhaps they could 
find a reason for the success of some of the chain stores. 
But that’s not to do with this yarn. 

The boy in mind is R. R. Stansell of the Cinderella 
Shoe Store in Chattanooga. No one is going to be any 
more surprised to read this than he is, for he didn’t know 
that he was talking for publication. Rather a mean 
way to treat a friend, but here goes. 

In this city of many hosiery mills, where one fourth 
of the women either work or are related to someone 
who works in the mills, every customer who enters the 
Cinderella Shop is considered a hosiery prospect. Three 
distinct methods of attack have been carefully planned 
out. Two have to do with selling on the floor and the 
third is window display plus selling. 

On many occasions, a shoe customer simply can’t make 
up her mind as to what shoe she wants. When in that 
mental condition, it is a hundred to one shot that she 
will walk. To meet such a condition, the store’s board 
of strategy has evolved an Einstein theory all their own. 
It is, if the customer’s mind may be successfully taken 
off shoes for a brief moment, then snapped back to 
shoes, the sale can be closed quickly. What better way 
than to show the right stocking for the most logical 
shoe ? 

Whatever the psychological reason may be, the fact that 
it works three out of each four times in making both 
shoe and stocking sales, is enough to cause it to be duly 
herewith chronicled. 

When escorting customers to the hose case, it is not 
considered good form in the Cinderella Shop to ask 
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“Chattanooga 


hosiery than any other city in the 

South and ranks third in the United 

States,’ says the Chattanooga 
Chamber of Commerce. 


od 


the young lady there to “Show 
lady 


please.” The introduction goes 


produces more 


this some _ stockings, 
more like this “If you will step 
to the case, our fashion expert 
will help you to select the right 
hose.” 
is an idea adapted from the Recorper, for Stansell 
figured that if a trade paper could have a Fashion 
Editor, he could have a Fashion Expert. As in the 
previous theory, this one works in about the same ratio. 
The main point in both these cases is—they work. 

Now some nice conservative old soul is about ready 
to spring the objection, “You can’t sell regular stuff at 
regular prices in a town where so many people know 
so much about stockings and where the mills sell many 
seconds on their own premises.” Yow can’t, but fellows 
of the Stansell type can and do. 


That, “Fashion Expert” 


WIDE selection of colors, good merchandise and 

very careful salesmanship will whip the mills at 
their own game, right on their own front doorstep. 
Window shoppers who have been confirmed buyers at the 
mills have been attracted into the store through excep- 
tionally well arranged window displays. A plain state- 
ment of facts causes many of them to buy. And Stansell 
repeated a real selling principle when he said: “The 
salesforce must be well trained in order to successfully 
overcome the handicaps we have here.” 


HE main point to this story is that hosiery is not 
treated as a by-product, a step-child, or a necessary 
evil in these shoe stores. Real work and real thought are 


‘put into exploiting hosiery. The method by which you 


bring your hosiery department to the attention of your 
customers is not as important as the fact that you do it. 
Many and devious are the ways that are used to impress 
upon shoe customers the fact that the store is in the 
business of selling a complete foot and leg covering 
service. When the store and its help once gets the idea 
in mind that a complete service can and should be ren- 
dered, the rest is easy, for a careful study of the indi- 
vidual store will reveal ways and means through which 
the desired end may be accomplished. Putting across the 
fashion expert idea is not a difficult task, as Mr. Stansell 
has discovered. 
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A VISIT TOA HOSIERY REPAIR SCHOOL 


pleasant new field of employment is offered by 

the new hosiery repair industry. That many girls 
have realized what a fine opportunity this new field 
offers them is shown by a visit to a training school, 
where girls are thoroughly instructed in the operation of 
the new repair machines. 

The fact that this work is light and attractive has 
brought a very fine type of girl to the school, and the 
course offered, although it consumes but a few weeks, 
covers every detail necessary to produce a complete and 
competent operator—one who will be thoroughly versed 
in every problem attendant upon hosiery repair. 

In charge of the Knitbac school is Miss Osann, a 
very capable director for just such work, since her ex- 
perience in the Gotham Silk Hosiery Company’s pioneer 
efforts in this field have given her a wide background 
of experience. 

Miss Osann believes that to the working girl of today 
who enters the hosiery repair field it offers a very fine 
future. Hosiery repair, as an industry, is just beginning 
to grow. Very soon it will be a nation-wide and much- 
wanted service. Consequently, the girls who get this 
early training will be greatly in demand, both as opera- 
tors, instructors and heads of Hosiery Repair Depart- 
ments. 

Upon entering the school they are first shown how the 


Fo. the girl with an aptitude for hand work, a 


machine operates and are told something of its struc. 
ture. Then they are shown how to repair simple runs, 
The next step is the reweaving process developed to 
close the hole. Their instruction then proceeds with the 
double run and triple run, and by the end of the first 
week they have thoroughly mastered the machine opera- 
tion in its entirety. 

Their second week is devoted to instruction in the 
proper repair of pulled threads, both broken and un- 
broken. The broken pulled thread repair, by the way, 
is accomplished for the first time by Knitbac. 


HEN follows instruction in the reinforcing of the 
weak stitches, so that the stocking will have its orig- 
inal strength, and a short review of the entire course is 
then given. During the remainder of their course prac- 
tical repair problems are considered, just as they come 
into the store repair department, and then a series of 
time tests are made which demonstrate speed and ability. 
Before leaving the school the girls are shown how to 
board, or press, the stockings on a specially devised 
boarding form which Knitbac has developed. They are 
instructed in the proper procedure for handling the re- 
pairs received ; that is, the pricing, identifying and rout- 
ing the individual repair through the store and back to 
the customer. 

Upon the completion of this course the girl is a thor- 
oughly competent operator. It is in- 
deed in great measure due to the fore- 

thought and study which provided such 
[F a complete and detailed curriculum. 


A general view of the 
hosiery repair school 





No. 506—A three strap in 8 assorted colors, 
imported fancy leather straps. 
$2.25 


No. 406—Same pattern in low heel as No. 
400. $2.00 





536 Broadway 


WE WILL SEND YOU ON APPROVAL 


one or two dozen of the wooden 
beach shoes, as illustrated in 
this ad, to show you the fitting 
qualities and color sehemes. 


Upon request we will be glad to 
mail you an illustrated folder of 
our exclusive styles. 


GOLD SEAL 


No. 400—For women in 8 assorted colors, 
Cuban heel, modernistic Sibs 


No. 500—Same with high heel as No. 506. 
$1.50 


In Stock— 





New York Immediate Delivery 
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UARANTEEING socks generally has as much 
grief as the socks have holes, yet one shoe store in 
Dallas, Tex., gives an unreserved guarantee on all men’s 
socks which are retailed at 50 cents a pair. E. L. Britian 
of the Beacon store says that his salestalk of “Here is a 
mighty good sock for 50 cents, that will give reasonable 
service. If it does not, we will replace it,” is a convinc- 
ing argument. It costs on an average of three pairs a 
month to back up that statement, as the big majority of 
people are fair and honest. At that, he feels that it is 
cheap advertising. 


* 


— up local events of interest with store adver- 
tising is a plan followed by the Lorraine Children’s 
Bootery, Miami, Fla., one of the most popular places in 
Miami, where children may be fitted with shoes and 
During the recent Shrine circus in Miami 
one of the two show windows of the shop was con- 


stockings. 


verted into a circus. The floor was covered with saw- 
dust. A “ring” made of cardboard and completely cov- 


ed with wee socks in all the gay colors of the season, 
pied the center position. On one side was a “nigger 
aby” stand, also made of socks, where black dolls might 
knocked down. A Palmistry booth and animal tent 
alanced the other end of the window. Tiny dolls and 
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toy animals completed the picture. Kk. T. C. imported 
hosiery was used in the display, so a gay pennant bear- 
ing the words “K. T. C. Imported” floated from the top 


of the central tent. 


* 


N annual “white sale” in hosiery has been one of the 
clever merchandising stunts that has helped to make 
the hosiery section of Rosenberg’s, biggest department 
store in Evanston, IIl., the largest department in volume 
of sales in the entire store. Held in May, it is aimed 
primarily to attract the interest of nurses, doctors’ and 
dentists’ assistants and all persons required by their 
profession to dress in white. In addition to newspaper 
advertising, special letters are sent to all nurses regis- 
tered at the two local hospitals and to all persons who 
during the preceding year have purchased white hose. 
The response of the general public to this sale varies 
greatly from year to year, depending upon the warmth 
of the weather and the season’s favored styles. How- 
ever, the steady patronage from professional classes 
has built up this sale to the place where it is one of the 
two most profitable held during the year. 


* 


66 HERE are lots of ways of keeping the hosiery 

girls interested in their department, but one of the 
best ways is to give them a chance to make a little extra 
money,” said W. G. Tannerhill of The Vogue, San 
Antonio, Tex. A salary based on the sales volume is 
one, then paying 10 per cent extra commission on all 
garter sales and a 5 to 15 cent P. M. on the discontinued 
numbers is another. 

The last two are more or less regular routine, but 
there is a real kick in the former. Twice a year the 
store runs a special sale for four days. One day pre- 
vious to this a private sale is held, notice of which is 
given the names on the mailing list through the means 
of a postal card. Now as the girls are on a commission 
basis they do considerable hustling among their friends 
and get advance orders. Likewise the girls phone their 








own customers and get many extra sales in a like man- 
ner. One girl sold several hundred dollars’ worth to 
the other girls in the store, alone. 

Hundreds of dozens of hose were held on advance 
orders before the sale even started. During the last 
sale 300 good names were added to the phone list of 
customers. These should be good for at least 600 pairs 
of hose during the next few months, Tannerhill figures. 
He finds it a good thing to keep a separate list of ho- 
siery customers, both charge and the cash trade, for the 
purpose of retaining the old customers. People who 
have bought in the store are more easy to sell than those 
utter strangers, so if they can be sold at a less expense, 
why not give them the first choice, is the Tannerhill 
logic. 

* 


BEIGE-BORED 


Beige-bored am I, and on nude-colored stockings 
Ted up; with head up I now pass them by. 
Beige-bored, and yearning for green stripes or clockings. 
Weary and bleary my once alert eye. 


Beige are the legs that are constantly passing, 
Slender—I render respect to their grace ; 

Alas, the.monotony! Such color massing 
Grieves me and leaves me with woebegone face. 


Uniform shade, above high heels that twinkle, 
Nudelike—not prudelike. I pray you _begone. 

Fetch some fresh tone for sheer hose which won't wrinkle, 

Measure new treasure from mists of chiffon. 


No, I'll not glance at you fair ones parading, 
Skipping and tripping in beige of long reach; 
Gone is their charm, all attractiveness fading. . . 
Mercy! Oh, Percy, look! There goes a peach! 


—Mrs. J. of Brockton. 





Sd 


F. inquiry to the RecorDER Office as to how much the 
operator of a hosiery department should pay a 
retail shoe merchant in whose store he intended to in- 
stall a stocking section, with a proposed business of 
$35,000 to $40,000 a year, brought to our subscriber the 
following information, based on the opinion of the 
general manager of several big city shoe stores, with 
hosiery departments, located both in Boston, and the 
Middle West. The general manager also gave his ideas 
of what the operator of the hosiery department should 
pay to the retail shoe salesmen of the store in which he 
rented hosiery section space. With the thought that 
other prospective operators of hosiery departments may 
receive a suggestion that will prove valuable to them, we 
are publishing our answer to our subscriber herewith: 

If the operator of a hosiery department plans to do 
a $35,000 to $40,000 business, at a profit, he should work 
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for a gross of 40 per cent, divided as follows: 12 per 
cent for space; 5 per cent to the retail shoe salesmen 
for bringing customers to the counter; 5 per cent for 
the salary of the hosiery saleswoman; 3 per cent for 
incidentals, such as store supplies of paper envelopes 
and twine; 5 per cent for publicity-literature, newspaper 
advertising—leaving 10 per cent for net profit. 
Labor should be merchandised as carefully as goods— 
the salary of an efficient hosiery saleswoman and man. 
ager should not be over $25 a week, other labor costs 
should me carefully arranged, with overhead, so that 
the net per cent of profit will average 10 per cent to the 
hosiery department operator. The amount of spac 
necessary to transact a $35,000 to $40,000 hosiery busi- 
ness can be as small as 4 x 12 feet. Viberal window ang 
inside display should be given to hosiery. 
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ERE is one of the best two-way ideas that has beer 
developed for children’s hosiery. It is a marking 
ticket used by the J. C. Penney Co. to hold pairs oj 
children’s hose together. The idea could be further 
expanded by having a place on the ticket for marking 
the size and price of the hose. The ticket is gummed 
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for about a half inch on either end, and the gummei 
place applied to the inside hem of each stocking. Thi 
keeps pairs together. It will be noticed that one-hal 
of the ticket carries a size schedule, in which the age 
shoe size and hosiery size are aligned. This is a div 
tinct help to the customer buying children’s hosiery, fc 
it is only infrequently that the proper size hose is knows 
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664 7OU simply have to pay $3 or more per pair | 

your chiffon hosiery if you want to get just th 
right shades and clearness,” said a young woman 
fashion to a RECORDER representative the other day. 
wanted a bronze tan, to match the new shade of my st! 
tanned skin, which I don’t mind telling you I acquit 
after several treatments at a beauty parlor, and so é 
some shopping around—I wanted the stockings free fr 
rings, of course, because my legs must have a real skit 
look. I finally found one shoe store where I was able! 
secure exactly the right flesh tint in a sheer and clé 
chiffon, and was perfectly willing to pay $3 a pair. : 
number of my friends tell me the same thing—t 
cannot match their new sunburns so realistically in # 
lower-priced grades.” 
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